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RATE TALK AT N, Y. 
AGENTS’ CONVENTION 


Special Agents Barred as Local Men 
in Rochester Discuss State 
Board Rules. 


CRITICISE DWELLING SCHEDULE 


More Than One Hundred Representa- 
tives of State Local Association 
Attend Meeting. 


Rochester, N. Y., June 2.—While the 
annual convention of the New York 
State Association of Local Fire In- 
surance Agents passed some perfunc- 
tory resolutions regarding annexes, 
rate wars, etc., the real crux of the 


convention was a complete airing of 
the question of fire insurance rates. 
S anxious were the delegates to get 
light on rates that some of them sat 


' with their watches in their hands lis- 


' tening to a speaker an hour after the 


convention was scheduled to adjourn, 
nervous about missing their trains, but 
not wanting to leave town when any- 
thing interesting on the supreme in- 
teresting topic could be heard. 
Say Buffalo is Favored. 
Dissatisfaction with the new dwell- 
ing schedule of the Underwriters Asso- 
ciation of New York State, and with 


| alleged favoritism shown Buffalo, is 


responsible for the turn that last week’s 
meeting took. Following the promul- 
gation of this schedule developments 


' came quickly. Local association meet- 
- ings were held in many cities, resolu- 
' tions were passed and forwarded to 


_ were made. 


Syracuse; demands for conferences 
The climax came when 
agents presented the state board’s 


' “Brown Book of Rules” to the Insur- 
' ance Superintendent and made a 


3 charge of discrimination. 


The agents 


_ claim that they do not object to radical 


' mate changes or the 


withdrawal of 


_ privileges if only they can have their 
_ side of the story heard before promul- 


gation. 
No Specials. 
Naturally, with all this excitement 


3 the relations between the locais and 
the specials (in their official, not their 


_ personal 


capacity) became rather 


Strained. Some weeks ago it was de- 


cided that the convention would be an 
» agents’ business meeting, with agents’ 
| Problems only, and specials were not 
' invited. The latter took the hint and 
' there was not a special agent in the 


/ of Local 


Powers Hotel convention headquarters 
for the entire two days’ session. The 
only “outsiders” were C. F. Hildreth, 
President of the National Association 
Insurance ‘Agents; Henry 
H. Putnam, secretary of the same asso- 


'¢lation; and for a part of a session, 
Judge Hasbrouck, Superintendent of 


Insurance. 
The convention was jlarge—more 


(Continued on page 18.) 
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An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 
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NEW ENGLAND MUTUAL 


NOW ADDS DISABILITY 


New Clause In Policies Provides Waiv- 
er of Premium for Permanent 
Total Disability. 


PROGRESSIVE SPIRIT MAINTAINED 


Action in Keeping With History of 
Company in its Service to 
Agents and Assured. 


The New England Mutual Life of 
Boston announces the adoption of a 
supplemental agreement, which will, 
at the request of the applicant for in 
surance in that company, be attached 
to the already attractive policy con- 


tracts issued by them, providing for 
the Waiver of Premiums in the event 


| of Permanent Total Disability. 


It is in line with the consistent policy 
of the management of the New Eng- 
land Mutual to give maximum benefits 
to those becoming members of the 
Company through the avenue of a poli- 
cyholder, and place in the hands of 
its field men policies containing every 
modern selling point permissible with 
conservatism. 

Special Instructions. 

In a pamphlet setting forth the pro- 
visions of this new departure, the Com- 
pany issues the following instructions: 

“The agreement waiving premiums 
in the event of total permanent dis- 
ability will be granted only to applli- 
cants who are approved as standard 
risks. 

“It will not be granted in nor apply 


| to the following cases. 


Term Insurance. 

Joint Life Policies 

Modified or Extra Premium Poll- 
cies. 

Occupations involving increased 
risk from accident or disease. 

Foreign Residence. 

Army Officers. 

Naval Officers. 

Militiamen in Active Service. 

Persons totally blind. 

Deaf Mutes. 

Persons who have lost an eye, an 
arm or a leg.” 
The Disability Agreement. 

“If the insured, after payment of 
premium for one full year and before 
default in the payment of any subse- 
quent premium, and before attaining 
the age of sixty-five years, and while 
this policy is in full force, shall fur- 
nish due proof to the Company, at its 
home office in the city of Boston, that 
he has become wholly disabled by 
bodily injury or disease so that he is 
and will be permanently and continu- 
ously prevented from performing any 
work for compensation or profit or 
from following any gainful occupation, 
the Company will waive payment of 
each premium as it thereafter becomes 
due during the continuance of such dis- 
ability. The premiums so waived shall 
not be deducted from the sum payable 
under the policy, and the values pro- 
vided for under ‘Non-Forfeiture Pro- 
visions’ and in the ‘Table of Loan, 
Cash, Paid-up and Extended Insurance 
Values’ shall be the same as if the 
premiums had continued to be paid in 
cash to the Company regularly when 


due. 


Provided that, notwithstanding proof 
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of disability may have been accepted 
by the Company as satisfactory, the 
insured agrees that any medical ex- 
aminer appointed by the Company 
shall be allowed opportunity, not 
oftener than once a year thereafter, to 
satisfy himself by examination of the 
person of the insured as to the con- 
tinuance of the disability, and if it 
shall appear to the Company that the 
insured is able to perform any work 
or to engage in any occupation what- 
soever for compensation or profit, no 
further premiums will be waived and 
all premiums thereafter falling due 
shall be paid by the insured in con- 
formity with the terms of the policy. 

Irrespective of any other cause of 
disability the entire and irrecoverable 
loss of the sight of both eyes, or the 
severance of both hands at or above 
the wrists, or of both feet at or above 
the ankles, or of one entire hand and 
one entire foot, shall be considered 
as total and permanent disability with- 
in the meaning of this agreement, and 
the Company upon due proof of such 
loss or severance will waive the pre- 
miums thereafter becoming due. 

After the premium stated in the 
policy has been paid for the full num- 
ber of years specified above, or upon 
the cancellation of this agreement at 
the written request of the insured, any 
premiums payable thereafter will be 
reduced by the amount of the said ad- 
citional premium.” 

Premiums for $1,000 of Insurance. 
Policies with Disability Provision. 
Age Life Life20 Life15 Life1 
20 .. $18.70 $28.20 $33.90 $45.60 














58 . 70.45 83.00 102.65 
59 . 74.25 86.40 106.20 
60 . 78.35 89.95 110.05 
61 - 82.90 113.95 
62 . 87.70 118.25 
63 - 92.95 122.70 
64 . 98.70 127.60 
Annual Premium Endowments. 
20 Pay’t 
Age 30 Year 
15 Years 20 Years D.or75 End’t 
20 ... $64.95 $47.65 $19.40 $38.85 
21 .... 65.05 47.75 19.80 38.95 
22 .... 66.16 47.85 20.30 39.15 
23 .... 65.80 47.95 20.80 39.25 
24 .... 65.40 48.05 21.30 39.45 
25 .... 65.50 48.30 21.85 39.55 
26 .... 65.60 48.40 22.45 39.75 
27 .... 65.70 48.50 22.95 39.95 
28 .... 65.90 48.70 23.65 40.15 
29 .... 66.00 48.90 24.30 40.40 
30 .... 66.25 49.05 25.00 40.70 
oe 49.25 25.70 40.90 
32 .... 66.66 49.55 26.55 41.20 
338 .... 66.86 49.75 27.35 41.50 
34 .... 67.05 50.00 28.20 41.95 
36 ...0 Bae 50.30 29.10 42.35 
ere. fF 50.60 30.15 42.75 
37 .... 67.85 50.95 31.15 43.20 
38 .... 68.15 51.35 32.30 43.70 
39 .... 68.45 51.80 33.45 44.35 
S i. ae 52.20 34.65 44.95 
Oo oi. Ce 52.75 36.00 45.60 
42 .... 69.75 53.30 37.45 46.35 
43 ...«. Oe 53.95 39.00 47.29 
44 .... 70.85 54.70 40.55 48.15 
 .... Taae 55.50 42.35 49.10 ' 
46 .... 72.25 56.40 44.20 50.30 
Sone Oe 57.30 46.30 61.59 
SB 4uce Tae 58.40 48.50 52.90 
49 .... 74.80 59.60 50.80 54.35 
50 .... 75.90 60.85 53.40 55.95 
| ee 62.30 56.15 
52 .... 78.60 64.00 59.05 
53 .... 80.00 65.65 62.35 
4 40. TR 67.65 65.85 
55 .... 83.55 69.75 69.75 
56 .... 85.65 73.90 
BL. kccic. Baeee 78.65 
58 .... 90.25 83.80 
59 .... 92.95 89.50 | 
60 .... 96.00 96.00 | 


When the Insured reaches Age 65, 
any Premium thereafter falling due will | 
be reduced to the corresponding Pre- 


mium for a Policy without the Disability 


Provision. 





TO HONOR PRESIDENT TALBOT. 


F. A. Wallis, 


Frederick A. Wallis, manager of the 
agency cf the Fi- 
a buffet 


Greater New York 


Manager Greater New 
York Agency, To Give Buffet Lunch- 
eon For Company Head. 





delity Mutual Life, will tender 


GOOD SERVICE 


is the foundation upon which to erect a successtul business. | 
Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 
Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address 


The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 











The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





ELEVEN MILLION DOLLARS 


Deposited With The State ef indiana For The Sole Protection of 
Policyhelders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 








21 .... 19.10 28.60 34.40 46.30 
22 .... 19.50 29.10 35.00 47.00 
23 .... 19.90 29.50 35.50 47.70 
24 .... 20.40 30.00 36.10 48.40 
25 .... 20.95 30.55 36.70 49.20 
26 .... 21.45 31.05 37.30 50.00 
27 .... 22.05 31.65 37.95 50.90 
28 .... 22.55 32.25 38.65 51.70 
29 .... 23.20 32.75 39.25 52.65 
30 .... 23.80 33.35 40.05 53.55 
31..... 24.40 34.05 40.75 54.55 
: ree ei 34.70 41.55 55.55 
33 .... 25.85 35.40 42.25 56.55 
34 .... 26.60 36.10 43.20 57.55 
35 .... 27.40 36.90 44.00 58.70 
36. .... 28.35 37.75 44.90 59.90 
37.22. 29.25 38.55 45.85 61.00 
38 .... 30.20 39.40 46.85 62.30 
39 .... 31.25 40.30 47.85 63.55 
40 .... 32.25 41.35 48.90 64.85 
41 .... 33.40 42.25 50.00 66.25 
42 .... 34.65 43.40 51.25 67.70 
43 .... 36.00 44.55 52.40 69.20 
44 .... 37.35 45.70 53.70 70.75 
45 .... 38.85 47.10 55.05 72.40 
46 .... 40.40 48.45 56.50 74.00 
eee 49.95 58.10 75.85 
48 .... 43.85 51.50 59.65 77.70 
49 .... 45.85 53.20 61.35 79.60 
50 .... 47.85 54.95 63.15 81.65 
51 .... 50.00 56.90 65.10 83.80 
62 .... 62.35 58.95 67.20 86.00 
53 .... 54.90 61.15 69.40 88.35 
B48 ous Bee 63.55 71.85 90.90 
55 .... 60.40 66.05 74.39 93.50 
56 . 63.55 77.00 96.40 
57 66.80 79.90 99.45 


luncheon to his agency staff m honor 
of President Walter LeMar Talbot, in 
the offices of the agency at 111 Broad- 
way, to-morrow noon. 

Always aggressive, and possessing | 
the ability to transfuse that spirit into ! 
the men he has around him, Mr. Wallis 
is rapidly constructing a valuable plant 
for the Fidelity Mutual Life in this | 
territory. 











seus GREAT SOUTHERN 


THE sts Life Insurance Company 
faxes GREAT HOUSTON, TEXAS 


fortis J- 5. RICE, President J. T. SCOTT, Treasurer 
RELUMO® . 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 








me GROSS ASSETS were a 
Dec. 31, 1909 $655,004.93 
Dec. 31, 1910 1,057,016.02 5,352,60.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31,1913 1,500,835.10 23,650,512.00 
FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 











The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 


ee Sees 05 SUES, .... ices en dem ene ea deaus ceeaes aoe $49,748,862 
EE 6.5 1.053. tnd ov.4 Sw Blan ap Oat wertare x Sc5 eke Skin ere dep mia 43,230,677 
ee ae A PN 5: ond Bae Skin ke oble ds ede sSaewe sees $ 6,518,185 
Tene Seer OC i, SOOM PO aie sii end v osnacecncceed $20,289,565 
INSURANCE IN FORCE (PAID FOR BASIS)............ Pr reer er 146,537,632 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to-date features. 


The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 
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YALPAS WITH NEW WORLD LIFE 


PRODUCER CHANGES COMPANY 








Prominent and Progressive Agency 
Manager Leaves American National 
for Position on Pacific Coast. 





A change of more than ordinary in- 
terest t6 the fraternity comes in 
the announcement that R. M. Mal- 
pas who has held the position of agency 
manager of the Ordinary Department 
of the American National Life of Gal- 
yeston, Texas, for the past three years, 
has severed his connection with that 
company, to accept the position of 
Agency Manager of the New World 
Life of Spokane, Wash. 

Proves Ability. 

Mr. Malpas assumed charge of the 
Ordinary Agents of the American Na- 
tional Life a little more than _ three 
years ago, when the production in 
that department was less than $200,- 
000 a month. He leaves the company 
at a time when the production is over 
$1,000,000 monthly from a loyal and 
well trained agency organization. This 
accomplishment is most commendable 
and sets forth clearly the ability of 
Mr. Malpas as an organizer. 

The New World Life is to be con- 
gratulated in its selection of Mr. Mal- 
pas to take charge of the agency de- 
partment of the company, and under 
his guidance the company should soon 
occupy a prominent place in the ranks 
of the new institutions selling life in- 
surance protection. 

The New World Life was organized 
in Spokane, Wash., and has in its di- 
rectorate prominent business men in 
various parts of the country. The com- 
pany has a capital of $1,000,000, assets 
of over $1,400,000, and a surplus of 
nearly $400,000. John J. Cadigan is 
president of the company. 





MEETING BIG SUCCESS. 





Texas Medical Examiners Richly Re- 
warded For Time Spent at 
Houston Conference. 





The meeting of the Texas State 
Medical Society at Houston was very 
largely attended. In the Medical Insur- 
ance section there were 150 examiners 
present. Speaking of the meeting, Dr. 
John L. Davis, Medical Director of the 
Amicable Life of Waco, says: 

The papers were most instructive and 
inspiring; the following are worthy of 
special note: 

I. Blood Pressure by Dr. J. 5. Lank- 
ford, San Antonio, discussed by Dr. J. 
H. Reuss, Cuero, and others. The im- 
portant point insisted on was the use 
of the stethoscope in order to get the 
Diastolic record, thus securing the 
Pulse pressure which is a most essen- 
tial element in blood pressure reading. 
Several physicians stated that they 
had been compelled by the companies 
to buy instruments; but had later found 


them of such value in clinical work 
that they were deeply indebted to the 
companies for this requirement. 

Il. Urinalysis by Dr. Whitfield Har- 
ral and Dr. W. A. Boyce, Dallas. It 
was shown where heat and nitric acid 
reveal albumin corroborative tests are 
necessary, best made with fifty per 
cent. sulpho-salicylic acid solution or 
the acidulated salt solution, lest nucleo- 
albumin be mistaken for true albumin. 
If even a trace of albumin or: sugar 
is found other tests should be made. 

Till. Heart Lesions. A most scholarly 
paper by Dr. C. U. Patterson, Houston, 
ably discussed by Dr. Edward Randall, 
Galveston, 

IV. Insurance Examinations by Dr. 
Wm. King, San Antonio, Dr. J. M. Mc- 
Cutchan, Waco, and Dr. G. T. Vinyard, 
Amarillo. This was of very great prac- 
tical value showing the serious loss 
to companies through carelessness of 
examiners in omitting answers or de- 
tails thus delaying and losing business. 
Some offices show nearly 50 per cent. of 
incomplete or inaccurate reports; easi- 
ly avoided with a little more care on 
the examiner’s part. 

The examiners present were greatly 
profited by the meeting; the feeling 
was unanimous that this Section will 
develop into the most interesting and 
practical part of the annual program. 
The earnest enthusiasm of our exam- 
iners in this work augurs well for a 
splendid Insurance Selection in Texas. 





PENN MUTUAL MEETING. 





Agency Association Held Interesting 
Sessions at Atlantic City—Large 
Attendance of Field Men. 





The thirty-first annual meeting of the 
Penn Mutual Life Agency Association 
was held at the Marlborough-Blenheim 
Hotel, Atlantic City,, Tuesday, Wednes- 
day and Thursday of last week. There 
was a large attendance, over thirty- 
four States being represented by one 
or more delegates, and the home office 
agency had a large contingent at the 
meeting, as well as many of the officers 
of the company. 

The following papers were read dur- 
ing the sessions, which abounded in 
enthusiasm: Present-Day Problems, 
J. Burnett Gibb, actuary; Medico-Actu- 
arial Investigation, H. Toulmin, medical 
director; The Causes of Lapse, J. How- 
ard Jefferies; Policy Loans, Hugh M. 
Willet, general agent; Building a New 
Agency, David G. Brandon, general 
agent; Monthly Income Contract, Fred 
V. Brown, general agent; The Disabil- 
ity Clause, J. T. Taylor, general agent; 
How All Hands Can Increase Business 
Annually, Felix E. Gunter, general 
agent; Some Phases of Management, 
Lincoln K. Passmore, vice-president. 





ENTERS NEW TERRITORY. 
The Western States Life of San 
Francisco has been granted authority 
to transact business in Wyoming, and 
will commence an aggressive cam- 
paign for applications at once. 


LIFE EXTENSION PROJECT 


ESTABLISHES NEW DEPARTMENT 








Cleveland Life to Provide Free Medi- 
cal Examinations for Policyholders 
—Will Publish Bulletins. 





Announcement is made that the 
Cleveland Life Insurance Co. has es- 
tablished a department of life: and 
health extension. A plan has been per- 
fected whereby each policyholder 
whose policy has been in force at least 
two years may be examined by one of 
the company’s medical examiners once 
a year at the expense of the company. 

The physical condition of the policy- 
holder, as disclosed by the medical ex- 
amination, will be reported to him by 
the company, so that, if the circum- 
stances require, he may place himself 
in the hands of any competent physi- 
cian for treatment. 

President Hunt’s Statement. 

Concerning the conservation depart- 
ment, President W. H. Hunt, says: 
“The plan will prove of great benefit 
to policyholders who avail themselves 
of it. A life insurance company is ex- 
pected to pay its death claims prompt- 
ly. This is a requirement of its con- 
tracts which it must respect. The ser- 
vice we are now proposing to render 
through the department of life and 
health extension is above and beyond 
any contract obligations. It is purely 
voluntary on the part of the company. 
We are happy to find our medical ex- 
aminers, almost to a man, enthusiastic 
in their support of the plan. 

“In addition to the free medical ex- 
aminations to which our policyholders 
will be entitled, we expect to publish 
and circulate among our policyholders 
from time to time bulletins of an edu- 
cational nature pertaining to health 
and hygiene. Experience has demon- 
strated that much can be accomplished 


by educational methods. The death 
rate from tuberculosis, typhoid fever 
and many other diseases have been 


materially reduced in recent years by 
dissemination of knowledge of proper 
precationary measures. 

“The waste of time and life from 
avoidable disease and death is very 
great. If the Cleveland Life, through 
its new department, can be the means 
of reducing sickness among and pro- 
longing the lives of its policyholders, 
it will have rendered a very high form 
of human service.” 





ILLINOIS LIFE RECORD. 





To Honor President Stevens Agents 
Produce Largest Business In 
History of Company. 





Breaking records seems to be the 
bent of the agency force of the Illinois 
Life, and they usually get what they 
go after too. In May they set out to 
produce the largest amount of business 
ever turned in during one month, and 


that they made good is evidenced in 
the following from a letter by President 
Stevens to the field representatives: 

“For the sixth consecutive year it be- 
comes my pleasure to congratulate you 
on having secured during the month of 
May the largest amount of new ex- 
amined business ever before written by 
the Illinois Life Insurance Company in 
a single month. 

“While at this writing the reaching 
of the three million mark is not an as- 
sured fact, yet it is certain that your 
May production will exceed that of any 
month in the Company’s history.” 





BROADENING OF INSURANCE. 





Agency Supervisor Langley’s interest 
Ing Talk to Poor Richard Club 
of Philadeiphia. 





BE. P. Langley, agency supervisor of 
the Equitable Life Assurance Society, 
made an interesting talk to the Poor 
Richard Club of Philadelphia a few days 
ago, his subject being: “Ihe Develop- 
ment of Life Insurance In Its Relation 
to Modern Commercial Life.” 

Mr. Langley drew a picture of the 
birth of life insurance and its gradual 
development from the needs of the in- 
dividual solely to the present system 
embracing special partner plan, psr- 
petual life income, corporation and 
other undertakings, where the loss of 
the individual would mean a sacrifice 
of the enterprise, and group insurance, 
using the latter to show the great 
strides that have been taken toward 
bridging the gulf that has existed be- 
tween employer and employe. 





APPALACHIAN LIFE RE-INSURES. 





Columbia Life of Cincinnati Takes 
Over Business of Bristol, Vir- 
ginia Company. 


The Virginia Insurance Bureau re- 
ceived notification from Bristol that 
the Appalachian Life of that place has 
reinsured in the Columbia Life, of Cin- 
cinnati. The Appalachian was first or- 
ganized in 1909 as a health and acci- 
dent company and branched out into 
the life line in 1910. Two years ago it 
reinsured its health and accident busi- 
ness in the United States Health and 
Accident of Saginaw, recently amalga- 
mated with the Massachusetts. Bond- 





ing & Insurance Company of Bos- 
ton. Its outstnding life business 
aggregates about $900,000. Impair- 


ment of its stock caused Commissioner 
Button to intervene a few weeks ago 
with the result that negotiations for 
reinsurance were opened. 





VALUE METROPOLITAN STOCK. 

The chief asset in the estaie of the 
late Gen. Stewart L. Woodford, was 
found to be 2,600 shares of stock of 
the Metropolitan Life Insurance Com- 
pany. The stock has a par value of 
$25, per share, and was appraised at 
$36, per share. 











AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 
Address 


Herbert M. Woollen, President 
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LAPSING OF LIFE INSURANCE {Hep Pecomes the agent of the poticy- oe 





CAUSES FOR PRACTICE MANY 





Important Question to Policyholder, 
Agent and Management Analyzed 
in Company Bulletins. 


Why do policies lapse? Who, and 
what is responsible for the growth of 
_this evil in the business of life insur- 
ance? The waste of time and loss ot 
income to the agent, and the enormous 
loss to the company through the ex- 
pense incident to issuing policies which 
terminate by the lapsation route, is of 
vital interest to all parties concerned. 
Speaking in this connection, “Salic,” 
issued by the San Antonio Life of San 
Antonio, Texas, has this to say: 

“During the past year, life insurance 
companies of the United States lost 
something like five hundred million 
dollars of insurance by lapse. A large 
percentage of these lapses occurred 
from avoidable causes, and might have 
been. prevented if each policyholder 
could have been approached with a ai- 
rect appeal to reason and common 
sense.” 

“Among the many reasons for the 
high percentage of terminations, the 
three principal causes are: Improper- 
ly sold policies, policy loans and pre- 
mium notes.” 

Improperly Sold. 

“A policy, to renew, must be sold tu 
fit the applicant and his requirements. 
If the insured thoroughly understands 
his policy contract, and realizes that 
the premium must be paid, not only 
the first year, but year after year for 
a long period, and makes his arrange- 
ments with the full realization of that 
fact, the lapse percentage of such busil- 
ness will be small.” 

“After deciding the form and amount 
of policy best fitted to an applicant, 
stick to that form, and don’t wander 
around al] over the rate book from a 
ten-year term to a ten-year endow- 
ment. This latter practice will place 
an agent in the class that is loosing 
for commissions only, without any re- 
gard for the interest of the prospect.” 

Policy Loans. 

“Only about one out of every ten 
policy loans (not including those made 
for the purpose of paying premiums) 
are repaid. Tne others drift along un- 
til the policy finally lapses. The agent 
is at fault to a great extent for this 
condition, for the reason that he puts 
too much emphasis on the loan feature 
when the application is written. If in- 
quiry were made it would be found that 
those who make loans upon their poll- 
cies are fully informed as to the loan 
value, but know practically nothing 
about the extended and paid-up values. 
A little less selling of loan values, and 
more selling of straight life insurance 
would help matters materially.” 

Premium Notes. 

“The abuse of the use of the premi- 
um note is another element that enters 
largely into the lapse percentage. It 
seems that some agents will deliver a 
policy to almost anybody who will sign 
a note. As a matter of good business, 
in many instances, there should be 
collected, when the policy is delivered, 
at least a sufficient amount of cash to 
pay the medical and inspection fees, 
and the term insurance for the time 
that the note runs. 

“A very effective method to prevent 
lapses would be not only for the home 
office, but the agents as well, to keep 
in close touch with the policyholder 
during the year. The agent, very of- 
ten, by proper attention, can make a 
persistent policyholder out of a wob- 
bler. Many a policyholder lapses, who 
ig abundantly able to carry his insur- 
ance to maturity, simply because he 
has had no further attention at the 
hand of the agent who took his appli- 
cation.” 

Agent of Policyholder. 

“A policy delivered and settled for 
foes not close the deal. Beyond this, 
there is needed the later attention, 
and the constant touch. The agent 


in that relation he should act as a 
‘go-between’ in every business trans- 
action, rendering to the policyholder 
the service to which he is entitled. 
The agent can render service in many 
ways, but the greatest (be it viewed 
from the standpoint of the company, 
the agent, the policyholder or the ben- 
eficiary) is the service that looks after 
the renewal and keeps the policy in 
force.” 
Who Is to Blame? 


The Security Agent, published by the 
Security Mutual Life of Binghamton, 
has the following to say in the mat- 
ter: 

“Is it the fault of the policyholder, 
the agent or the company? Does the 
policyholder take on a greater obliga- 
tion than he can carry, does the agent 
fail to make the provisions of the pol- 
icy clear so that the applicant suffers 
disappointment, or does he _ over- 
persuade the prospect so that he buys 
an article he does not desire and for 
which he has no use, or is there failure 
on the part of the company to fulfill 
contract conditions?” 

Due to Selfishness? 

“Too often the policies that are al- 
lowed to lapse are the sole protection 
of a family from want. Is there a sel- 
fish reason at the bottom of it all? 
American husbands and fathers have 
the reputation of being most indulgent, 
are they so shortsighted that they pre- 
fer to furnish luxuries in the present 
which they too can enjoy, disliking the 
thought of denying their families and 
having a blind faith in the future tak- 
ing care of itself?” 

“It may be due largely to thoughtless- 
ness that so many men fail to keep 
their policies in force, and if so it is 
the business of every insurance agent 
and of every company in so far as pos- 
sible to work a reformation in the 
matter.” 

Lapsed Policies Bring Misery. 

“Statistics show that less than 5 per 
cent. of men at age 65 are self-support- 
ing or have accumulated enough to care 
for themselves to the end. Our alms- 
houses are filled with people who have 
bad comfortable homes and who need 
never have suffered this humiliation 
had a little thought been exercised, a 
little thrift practiced. Life insurance 
policies that have been allowed to lapse 
would have saved them untold misery. 
Often it is this lapsation that throws 
additional burdens upon the community 
—we pay for these lapsed policies many 
times in taxes to care for the old and 
incompetent. When an agent keeps a 
policy on the books he is doing the 
community a benefit, for he is helping 
someone to retain their independence.” 

What is the Remedy? 

“How is this evil—for it is that—to be 
cured? To the agent who comes in di- 
rect contact with the policyholders we 
lcok for relief. He it is who must work 
unceasingly to keep the business writ- 
ten on the books. Business that lapses 
is a loss to everybody, the loss alone of 
the work that won the applications is 
serious for the time and energy could 
have been spent to advantage on some- 
one who would have kept the policy in 
force. 

Make your policyholders your friends, 
show an interest in them and in help- 
ing to keep the policy in force. If a 
policy lapses do your very best to re- 
instate it—and do it at once, don’t neg- 
lect it. Keep after the matter, find out 
what’s wrong and remedy it. One suc- 
cessful writer tells of splendid leads re- 
sulting in thousands of dollars’ worth of 
business secured through reinstate- 
ments. Nothing is too small to serve 
the insurance man. Everything counts. 
A policyholder who is dissatisfied can do 
incalculable harm, but a satisfied pol- 
icyholder is a company’s best asset.” 

Second Premium Critical Time. 

“It is generally conceded that the 
time for the payment of the second 
premium is the critical period in the 
life of a policy. It may be a first pol- 
icy and premium paying not yet be- 





Life Insurance Company of Virginia 
Calls Attention to a Little History. 





Under the caption “A bit of history 
of this company,” the Life Insurance 
Company of Virginia of Richmond in a 
recent issue of The Virginia Weekly 
Standard became reminiscent and had 
the following to say of themselves: 


“Last week, in New York, a celebra- 
tion of more than usual interest to the 
life insurance profession took place. It 
was the commemoration of the Silver 
Jubilee of the Actuarial Society of 
America. Twenty-five years ago this 
society was formed by the actuaries of 
thirty-eight life insurance companies, 
and now, in this day when there are 
about three hundred level premium 
companies, it is with a natural degree 
of pride that a company can read its 
own name in this list of thirty-eight 
charter members of the Actuarial So- 
ciety of America. The Life Insurance 
Company of Virginia is there. In 
this connection it is recalled that when 
the Association of Medical Directors 
of the United States was organized the 
Life Insurance Company of Virginia 
was one of the charter members, the 
late Dr. Cabell Tabb, Medical Director 
of the Company, being the president 
of the Association. When we add to 
these facts the further fact that the 
Life Insurance Company of Virginia 
was the Pioneer Southern Industrial 
life insurance company, it can be seen 
that the company has always been in 
the forefront. 

P. S.—And the company will always 
be in the forefront.” 





come a habit. The policyholder may 
feel in excellent condition and that 
he “doesn’t need insurance” — can 
“make better investments,” same old 
stock excuses, therefore if the agent 
is watchful and helps to tide over this 
critical time the policy is usually 
saved, unless there be financial re- 
verses. 

Perhaps too many policyholders are 
ignorant of the fact that the company 
is ready to help them, that an exten- 
sion can usually be arranged to tide 
them over some temporary financial 
difficulty, and, perhaps, also, do not ap- 
preciate that almost any sacrifice is 
worth while to keep the policy, for “no 
man knoweth” the hour when the 
change is coming, and it is often ‘in the 
twinkling of an eye.’’ 





JOHN G. HOYT 
Vice-President 


E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 
Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide is 
president, appears in the Herald's 
advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $29,- 
000,000, after paying to policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 16,- 
000,000, being an increase during 
the year of nearly $5,750,000. 

New York Herald, January 22, 1914 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts 
256 Broadway, New York, N. Y. 








It Pays To Investigate 
Our Contracts Are All Direct 








We are looking for a 
man who can handle 
men. 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


W. C. BALDWIN, 
President 














You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 





Several pieces of excellent terri- 

tory, with exclusive rights, open 

for men of character and ability. 
For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











W. D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 


Attractive literature 


W. S. Weld, Supt. of Agencies 
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NORTHWESTERN CONVENTION 


IN MILWAUKEE. 





WILL CONVENE 





Attractive Program Arranged For 
Thirty-Eighth Annual Meet- 
ing July 13-15. 





committee of the 
Agents Association of the North- 
western Mutual Life of Milwau- 
kee has prepared an attractive pro- 
gram for the thirty-eighth annual meet- 
ing of the association to be held in Mil- 
waukee, July 13, 14 and 15. 

The Auditorium in the new home 
office building of the company will af- 
ford excellent accommodations for the 
sessions, being both large and cool. 
These meetings: have always been 
largely attended, last year 392 were 
present, and it is expected a larger 
number will be on hand this year. 

Outline of Program. 
Monday Afternoon, July 13. 

Get-Together baseball game, Agents 
ys. Home Office, the place and hour to 
be announced later. 

Tuesday Morning, July 14. 

At 10 o’clock—Business Meeting. 

1—Report of Officers and Standing 
Committee. 

2—Address of Welcome by President 
Markham. 

3—Response by President Goldsbury. 

4—Election of New Members. 

§—Election of Officers and Standing 
Committee. 

6—Presentation of Prizes by Mr. 
Norris. 

7—New Business. 

8—Photograph on 
Building. 

Tuesday Afternoon, 2 O’clock. 

Educational Conferences on Sales- 
manship. 


The standing 


Steps of New 


ANNOUNCES DEDICATION. 





Metropolitan Life Will Formally Open 
Tuberculosis Sanatorium for Em- 
ployees at Mt. McGregor. 





On Saturday, June twentieth, the Met- 
ropolitan Life Insurance Company will 
dedicate the Tuberculosis Sanitorium 
for Employees erected by the company 
on Mt. McGregor, Saratoga County, New 
York. This institution has been in 
course of construction for some time, 
and is equipped with every modern de- 
vice, known to science and medical 
skill to combat and eradicate the tubur- 
cular germ. 





1—Getting the Interview. 
2—Making the Proposition Attractive 
3—Getting the Examination. 
4—Delivering the Policy. 
Tuesday Evening, 6 O’Clock. 
Annual Association Dinner at Scottish 
Rite Cathedral. 
Prominent Speakers. 
Wednesday Morning, July 15, 10 
O’Clock. 
Problems of To-day. 
1—Successful Systematic Soliciting. 
2—Burning Your Bridges. 
3—Why Convert Term 
Now. 

4—-Debate—Resolved, That the best 
time to solicit a man is not on his 
change of age. 

Wednesday Noon. 
Luncheon Conference on Country 
Work. 
Place and leader to be announced. 
Wednesday Afternoon at 2.30. 

1—Paper, “The New Way,” Percy H. 
Evans. 

2—The Gold Standard as Applied to 
Life Insurance, J. I. D. Bristol. 

3—Closing Address by Mr. Norris. 





Insurance 








Reservations as to Loans and Cash Values 


Shall it be Sixty Days or Six Months? 
(Contributed.) 











Several States have enacted laws— 
or bills are pending—providing that no 
company shall issue or deliver in such 
States a life insurance policy, without 
reserving the right to withhold the 
making of loans or payment of cash 
values for at least 60 days after appli- 
cation for the same has been made. 
The law can of course apply only to 
future issues. 

General Law Desirable. 

Some such law is greatly to be de- 
sired if it cam be made general, so 
as to apply to all companies. The 
question is; Will 60 days be sufficient? 

The clause is one which companies 
might have need to avail themselves 
of during a period of depression—a 
period which may easily last for six 
months or more. Requiring 60 days’ 
notice before making a loan or paying 
& surrender value will doubtless re- 
sult in preventing a few loans alto 
gether; but this cannot be depended 
upon, and if the company has received 
botice that a loan will be demanded in 
60 days, it will not be much better 
off than if it had made the loan at 
once, for it will still have to hold funds 
in readiness to meet the demand when 
tt comes. It cannot use them to buy 
securities at the low market values 
Prevailing, nor will the period of 60 
days be of much value in enabling 
it to dispose of securities at a fair 
Price, if it is forced to raise money 
in that way. 

Longer Period Favored. 

A reservation of 90 days would be 
better, but not much. If such a clause 
1s to be inserted at all, it should be 
for a period of at least six months. 
The result of a six months’ clause 
Would be, first, fewer demands for loans 
or cash value, and second, the period 
Would be long enough to enable the 
company to accumulate sufficient funds 
for the purpose without selling valu- 





able securities on a low market. In 
some cases it might even enable the 
company to take advantage of the low 
market values to buy additional secur- 
ities. A notice of 60 days would serve 
as an annoyance to policyholders who 
want loans, but it is unlikely that it 
would materially decrease the demand, 
and it would certainly not aid the com- 
panies much in other respects. 
Without doubt a six months’ clause 
would make it hard to sell a policy 
in competition with companies reserv- 
ing for a shorter period. We should 
therefore have a uniform law for this 
provision, enacted in many States, so 
as to put practically all companies on 
an equal footing. As stated, several 
States already compel local companies 
to insert the 60 day clause in all their 
policies, or are about to do so, while 
outside companies must include it in 
Policies issued in such States. The 
precaution is largely inadequate to aid 
the local companies financially, while 
it will hamper them in competition for 
new business in other States. It pro- 
tects them in the home State against 
competition with outside companies, 
but not elsewhere; and it does not pro- 
tect the local policyholder of outside 
companies, since the latter are every- 
where else issuing policies without the 
clause. 
Policyholders Generally Would Profit. 
The six months’ clause would prove 
a hardship in some cases, but it would 
be of incalculable value to the policy- 
holders as a body. So would the 60 
day clause prove a hardship to the 
man who has a note coming due or 


a payroll to meet, when money can-]’ 


not be had at the bank. In other 
cases it would be merely an annoy- 
ance to borrowers who could wait the 
60 days, and yet, as already shown, it 
would generally be of no material aid 
to the companies themselves financially. 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 








THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 





Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


1098 Drexel Building - - - - PHILADELPHIA, PA. 























seinen 


Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 





Total Insurance in force December 31st, 1913..... o+eeee++ $13,280,108 
Total Resources December 31st, 1913...... 2,230,532 








We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 
New Orleans, Louisiana 
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EMPIRE LIFE EXAMINATION 


SHOWS A CREDITABLE COMPANY. 








President Reid Has Laid Foundation 
For Large Future Growth—its 
Present Status. 





An interesting document received dur- 
ing the past week is the report of an 
examination of the Empire Life Insur- 
ance Company of Atlanta by the 
Georgia Insurance Department, in fact 
there are two reports, the first covering 
an examination covering the year 1913 
and the other supplemental thereto 
which includes a review of the trans- 
actions of the Company from the date 
of organization, March 5, 1912, to De- 
cember 31, 1913. 

The policy contracts issued by the 
Company are valued upon the American 
3% per cent. preliminary term plan, 
modified to what is known as the 
Illinois, or Committee of Fifteen, stan- 
dard, the reserve being found adequate 
on all outstanding policies. Prompt 
settlement is made of death claims and 
the business of the Company as a 
whole is in a satisfactory condition. 

After deducting assets of $252,339.72, 
which includes $159,333.10 notes receiv- 
able, including stock notes, the Com- 
pany has admitted assets of $1,725,- 
896.54. Its outstanding reserve is $1,- 
$14,890.12 and its excess assets (sur- 
plus) above all outstanding and con- 
tingent liabilities are $314,144.45. 

The Company had on January Ist 
of this year outstanding insurance of 
$18,159,043. 

Large Excess Income. 

Notwithstanding that the Company 
used $142,172.59 with which to redeem 
outstanding certificates issued during 
the early years of the mutual organi- 
zation it made a splendid showing as 
regards “Income in excess of Disburse- 
ments,” the amount of the excess be- 
ing $453,367.16. Another large cash 
payment was one of $119,816.38 paid 
out for ola e-ompany items, making a 
total payment for other than current 
business of $261,988.88. 

The large increase in liabilities is 
due principally to the growth in policy 
reserve, the amount being $363,334.07 
in excess of the reserve at the time of 
the preceding examination. 

On a Substantial Basis. 

The growth and development of the 
Empire Life has been due to the ability 
and aggressiveness of President Reid. 
It has been no easy task to establish 
a company with insurance in force of 
nearly $20,000,000 and assets approxi- 
mating $2,000,000 but Mr. Reid has 
shown himself to be a strong executive, 
and the future will show the beneficial 
results of the work thus far, which has 
been principally that of laying a strong 
foundation. 

The steel work of the new home 
office building, in process of erection 
at Augusta, Ga., to which city the head- 
quarters of the Company will be trans- 
ferred, is well nearing completion and 
the structure will be one of the finest 
in the South.. 





HEART AND LIFE INSURANCE. 
Irregularities of Vital Organ Explained 
by Dr. J. S. Lankford, Medical Di- 
rector of San Antonio Life. 





There is perhaps no question enter- 
ing into the selection or rejection of 
an applicant for life insurance given 
as much consideration as the condition 
of the applicant’s heart. In an arti- 
cle, “Heart Irregularity and Life In- 
surance,” Dr. J. S. Lankford, Medical 
Director of the San Antonio Life, says: 

“Almost all about the heart must be 
rewritten to conform to the valuable 
information obtained in the last few 
years by better methods of investiga- 
tion. It is nearly a revolution. The 
wonderful cardiograms, and the inti- 
mate knowledge of conditions discov- 
ered by the graphic tracings of vari- 
ous instruments has given a clearer in- 
sight into the many forms of irregular- 
ity of the heart and the pulse. Some 


are so simple that they should not bar 
an applicant for insurance, or interfere 
with his comfort, and others mean con- 
stant peril.” 

“Many of us can’t afford to pay a 
thousand dollars for an electro-cardio- 
graph, or even a hundred for a poly- 
graph, so as to make a study of the 
heart and blood vessels in the truly 
scientific way. Can we differentiate 
the simple from the serious by clinical 
methods that are easy and readily 
available? Fortunately we have such 
means at our command if we will take 
the trouble to post ourselves on the 
recent progress.” 

“The delicate bundle of muscle cells 
richly supplied with nerves that con- 
stitute the sino-auricular node and its 
lines for transmission of the impulse 
may be so slightly diseased as to cause 
more or less harmless arythmia or 
premature contraction of auricle or 
ventrical of little consequence. Again 
it may be so serious that heart block 
results, and there will be long pauses; 
or, new centers of sensation may de- 
velop and the impulse may start from 
many places causing extreme irregu- 
larity or even auricular fibrillation. In 
Some instances premature contractions 
are important and the alternating 
pulse, the smal beat and the large, 
which may not be determined without 
instrument examination, indicates most 
serious disease.” 

“One of the commonest forms of 
arythmia is that irregularity of the 
heart produced by breathing in 
the young adult. It is usually due) 
to trivial abnormalities of vagus ac- | 
tion, and should cause no alarm, or af. | 
fect the insurability of the applicant. | 
Premature contractions occur at aul | 
ages, but more particularly in the} 
older years, and, while many cases are 
simple, it is sometimes associated with 
serious disease.” | 

“Irregularity may also be due to} 
transient causes, as disturbed diges-| 
tion, excitement, smoking. In heart | 
block the bundle has become so dis- | 
eased that the impulse is transmitted | 
with the greatest difficulty and may fall | 
to reach the ventricle causing long | 
pauses till the beat may be reduced to 
forty or thirty. This is always serious 
and should put us on guard. Murmurs 
also may be simple or grave.” 

“The supreme test to aid us in deter- 
mining the gravity of the situation is 
to try out the integrity of the heart 
muscle by exercise and blood pressure 
tests. If the heart is at all suspicious 
the blood pressure, diastolic and sys- 
tolic, should be taken and then the ap- 
plicant should be made to exercise to 
the equivalent of climbing two ordinary 
flights of stairs. If there is serious 
disease he will come back breathless, 
and more or less distressed, with great 
irregularity, and a murmur may be fre- 
vealed. Take the blood pressure at | 
once and it may be found that the sys- | 
tolic has fallen and the diastolic re-| 
mained stationary, creating a small | 
pulse pressure. If the pressure does 
rise it will be found to decline very | 
slowly in case of serious disease if a | 
test is made every three minutes. Ina 
normal heart the return to the original 
place will be very prompt.” 

“By careful attention to the clinical 
indications and to these tests it is 
quite possible to get near the facts in 
diagnosis and prognosis and to save 
years of grievous apprehension in some 
eases and some mortality rates in 
others.” 











GLAD HE BOUGHT. 





Prominent Texas Business Man Indorses 
Life Insurance By Taking 
$100,000 Policy. 








The Great Southern Life of Houston 
every little while publishes a biograph- 
ical sketch of some prominent business 
man in Texas who has purchased from 
that company a policy of life insurance 
ranging anywhere from $25,000 to 
$100,000. The latest addition to its 


honor roll of policyholders expressed 
himself in the following language con- 
cerning insurance protection: 











PURELY MUTUAL 














THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GLO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 


Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Income Insurance Before Selecting Your Company Large ‘‘ Dividends ” 
: Write to 
Corporation Insurance H. F. NORRIS Low Cost 
Partnership Insurance Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 


CHARTERED 1857 




















nity. 


NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 








Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 


The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
MED 6 awexeeare Sone eso eee eae ee cocccee . 2,455,653.33 
PND esccaw sees EEX aS cee ee eae seeeeee 1,803,659.29 
BIR en cin Gat Thethe iad @oseaecavenne: ne 
SOE 5.0 daennd can aus ik ase i atl te te ti 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 








State 


Mutual Life Assurance Co. 





- PR 





OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
IVELY SUCCESSFUL..... 


January 1, 1914 
I x ono ote did oh are bem. RA 


Surplus Mass. Standard............ 
Insurance Issued, 1913............ 
Insurance in Force............... 


THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 


eee eae a ne . 40,209,207.57 
ee ra ee ecececeee «$2,346,537.80 
RAR PERRI ID $23,051,034.00 
FR RES $171,310,426.00 


+++++.-$42,555,745.37 











“There was a day when life insurance 
was looked upon with suspicion and al- 
most contempt, but the time has come 
when people regard it as a necessity. 
I think every man who can get life in- 
surance should carry all he can con- 
veniently pay for, and a man with a 
family who does not carry a liberal 
amount is neglectful of his duties to his 
wife and children. Life insurance is 
also a commercial safeguard, as every 





active business man is a borrower (gen- 
erally ‘to the limit’), and he should 
carry a policy to protect not only his 
creditors but his very commercial ex- 
istence, 

“Ever since I have been of mature 
age I have been adding to my life in- 
surance as much as I could carry, and 
it was one of my happiest moments 
when I was handed my policy in your 
company for $100,000. 
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Believing that the prestige and pros- 
perity of a life insurance company de- 
pend upon the character and conduct 
of its representatives in the field, more 
than upon any other factor, the Pacific 
Mutual spares no pains in the selec- 
tion of its agency managers and the 
education of their men. 

Its latest effort in the latter direction 
is the establishment of a School for 
Salesmen. Ths keynote of its design 
is to make the Pacific Mutual agent 
an efficient representative of his Com- 
pany, an aggressive exponent of life 
insurance, and a square dealer with his 
competitors. 

The Company recognizes with satis- 
faction the growing demand on the part 
of the public for professional ability 
and strict integrity in the life insurance 
agent of today. The School’s course 
of instruction is regulated with a re- 
gard to this demand. While the teach- 
ing is mainly along the lines of tech- 
nical knowledge and practical sales- 
manship, an earnest effort is made to 
inculcate high ethical principles. 

To Produce Efficiency. 

The concrete aim of the School is ex- 
pressed in its motto—“EFFICIENCY.” 
This it designs to promote through the 
medium of a correspondence course of 
instruction covering the theory and 
practice of life insurance. The School 
is maintained primarily for the benefit 
of men who are devoting their entire 
time and energies to the service of the 
Pacific Mutual. These are registered 
on the recommendations of their re- 
spective managers. The history of 
their past business with the Company 
is recorded on their applications ana 
serves as a basis for estimating their 
improvement while taking the course 
and thereafter. 

Secondarily the course is extended 
to part-time agents and to persons in- 
tending to enter the Company’s employ 
as solicitors. Consideration of appli- 
cations for enrollment is influenced py 
applicant’s character, education, experi- 
ence in salesmanship, general qualifica- 
tions for the business, and evidence of 
earnest intent. Retention of member- 
ship depends on regular work in the 
course, observance of rules and re- 
quirements of the School, and satis- 
factory progress. 

Two forms cf certificate are issued 
to students who complete the course. 
One of these certifies that the holder 
has a good theoretical knowledge of 
life insurance salesmanship. The other, 
which is presented to men who have 
proved their ability to write business, 
attests to the holder’s efficiency as a 
life insurance salesman. The former 
is termed “Graduation Certificate,” the 
latter the “Efficiency Certificate.” 

Instruction by Correspondence. 

The method of instruction is by cor- 
respondence. This takes the form of 
lessons, mailed at regular intervals, 
quiz papers, special leaflets, and re- 
plies to individual enquiries. While the 
answers of a student to the stated ques- 
tions of the course influence the con- 
sideration of granting him a certificate, 
the ultimate decision rests upon the 
outcome of his final examination. 

Section Three of the course embraces 
the use of the “Record” and “Detective” 
cards, the former being a statement of 
the daily expenditure of time and the 
Manner of its application; the latter 
& register of the salient features of 
each interview. Reports on these cards 
render it possible to exert an appreci- 
able influence over the field work of 
members of the School. 

The course of instruction embraces 
three distinct sections. It extends over 
three months and there are three 
courses in the year, as follows: Jan- 
Wary-March; April-June; September-No- 
vember. This arrangement eliminates 


the summer months of July and August 


PACIFIC MUTUAL SCHOOL FOR SALESMEN 
A Gateway to the Path of Efficiency 
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and the holiday month of December. 

Students receive two papers each 
week, one relating to Section One and 
the other to Section Two. These are 
supplemented by short “talks” on spe- 
cial topics. At regular intervals quiz 
sheets are sent out with date limits 
for the return of answers. 

A synopsis of the course of instruc- 
tion follows: 

Section One, 
(a) The Institution of Life Insurance. 

In this division a concise history 
of life insurance is given; its present 
condition described; its social and 
economic effects are discussed; its con- 
trol by the several States is described. 

The object of this division is to give 
the agent a broad and intelligent view 
of the institution upon which his busi- 
ness is founded. 

(b) Systems of Life insurance. 

This sub-section is devoted to an ex- 
planation of the fundamental principles 
and practices which distinguish legal 
reserve, assessment, and fraternal life 
insurance. 

(c) Company Administration. 

This embraces a description of the 
prevalent methods of conducting a life 
insurance company and explanation of 
the various functions of various depart- 
ments, with special reference to the 
practice of the Pacific Mutual. The 
treatment of the subject is governed 
by consideration of the requirements 
of intelligent and efficient field work. 

(d) The Pacific Mutual. 

The final division of this section is 
devoted to a brief history of the Com- 
pany, to an exposition of its distinetive 
features and to an explanation of its 
policy eontracts. 

Section Two. 
(a) Theory and Practice of Life Insur- 
ance Salesmanship. 

The instruction under this head cov- 
ers an analytical examination of the 
principles involved in the sale of life 
insurance and specific directions for 
their practical application. This di- 
vision also includes such technical in- 
formation as the agent finds service- 
able in his every day work. 

(b) Accident and Health Insurance. 

These kindrei forms of protection 
are here treated in much the same 
manner as that followed in the pre- 
ceding sub-section. 

Section Three. 
(a) Field Work. 

During the final month of the course 
the superintendent endeavors, as far 
as possible, to direct the actual work 









of the student with a view to assisting | 
him in qualifying for the higher certifi- 
eate issued by the School. The “De-| 
tective” and “Record” ecards, which 
must be used at this stage of the 
course, enable the student to convey a 
record sufficiently indicative of efforts 
and results to form a basis for com- 
ments and suggestions by the superin- 
tendent. The student is invited to am- 
plify these records by written state- 
ment. 

The Bureau of Information is con- 
ducted by the School. Through this 
auxiliary agevcy, the School exercises 
a number of secondary utilities. The 
Bureau is a source of information and 
advice on all matters relating to field 
work. It circulates among the Com- 
pany’s agencies printed matter convey- 
ing suggestions, new ideas, specimen 
circular letters, and other material of 
practical value. Individual enquiries 
relating to life insurance subjects and 
requests for advice on problems of per- 
sonal work receive specific replies. 

The services of the Bureau of In- 
formation are not restricted to mem- 
bers of the School, but are available 
to any and all representatives of the 
Company. 

Officers Interested. 

The interest of the officers of the 
Pacific Mutual in its School for Sales- 
men and the importafice they attach 
to its work may be inferred from the 
fact that the School Committee in- 
c‘udes President George I. Cochran 
and the following officials whose duties 
are intimately connected with the 
agency operations of the Company: 
Vice-president, Gail B. Johnson; second 
vice-president, Danford M. Baker, and 
Secretary, C. I. D. Moore. 

Manager of School. 

The immediate conduct and manage- 
ment of the school is in the hands of 
Mr. Forbes Lindsay, the author of 
“Efficiency” and “The Psychology of a 
Sale,” handbooks treating of practical 
life insurance salesmanship, which have 
elicited strong ecomiums from the 
most prominent men in the business. 
Since February, 1913, Mr. Lindsay has 
had charge of the field force of the 
home office agency of the Pacific Mutual 
at Los Angeles. The development of the 
agency and the increase in its produc- 
tion during the past year are evidences 
of his ability as an efficiency expert. 

The teaching staff of the School in- 
cludes, besides the Superintendent, cer- 
tain officers and department heads of the 
Company. These gentlemen co-operate 
in the regular course of instruction, and 
in the work of the Bureau of Informa- 
tion. 
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Live Hints For 


Business Getters 





Practical Suggestions to Help the Man With 
His Income and General Efficiency. 





The International Life 


Ala in the Lifeman hag the 
Private following to say to pro- 
Secretary ducers: Keep it well in 


mind that you’ve got tu 
have almighty attractive stuff to put 
at a busy business man in order to 
gain his attention! 

Not only the stuff itself but the way 
you put it has got to be of the real 
eye-widening brand in order to chain 
him! 

You're only one of several hot-good 
things that go at him every day! 

Therefore, how hair-fine, piano-polish 
smooth you must have your business 
down in order to write him! 

If you can’t show those signs of the 
thoroughbred, the oldest or strongest 
friendship won’t land prospects for you! 

Strong friendships help a lot, but 
you know what leaps into every man’s 
mind, including your own, the moment 
cold business is struck! Business is 
business! 

Offering the wrong proposition to a 
man, even in a smooth way isn’t 
* business” to him. 

Offer him the right thing in the wrong 
way, and he’ll dub that “no business,” 
too. 

You may say that you know all this! 
How about those prospects you lost 
last week proving that you are in des- 
perate need of being reminded of some 
things you say that you know? 

When you—to our personal knowl- 
edge—quit showing signs that you for- 
get or don’t know, will be time enough 
for us to quit taking your time with 
just such paragraphs as these! 

The private secretary is employed 
largely to remind his superior of things 
easily forgotten—things the superior 
knows perfectly well, but that would 
cost him big money if he forgot them! 

” 7” - 


Startling and disagree- 

Fascinating able indeed is this new 

New declaration of authori- 

Thought’ tive, famous, student 

source that man uses 

his greatest, most valuable power, the 

power to think, the very least of all 
his powers. 

If any ignorant person were to simply 
think “I can become wise, get more 
money, more comforts, more luxuries, 
more pleasures simply by thinking how 
I can get them and proceeding to act 
upon the result of my thinking,” a few 
years would see poverty banished from 
the face of the earth, without any per- 
son making another a present of a cent 
of anything.” 

You cannot imagine a simpler propo- 
sition. It is simple as a. b. c. 

The multitudes of dependent and 
near-dependent people in the world 
seem to prove it. 

Nine-tenths of the effort of most 
people at doing things, this new thought 
informs us, is purely animal exertion 
directed or led by the eye, or the sense 
of hunger, or by impressions gained 
by sounds—all no more than features 
of dumb animal life. 

Now why don’t people think more? 

Because thought means exertion, se- 
rious effort, and the human animal is 
by nature the laziest creature on earth. 

“Go to the ant, thou sluggard,” and 
see how he uses his brain. 

It means riches to any life insurance 
salesman to profit by this new thought, 
just told of. 

Apply it to yourself, and profit im- 
mensely. 

You do think—some. 

Sometimes you show that you thing 
quite a good deal. 

Like the rest of us you have scarcely 
begun to think, yet. 

Think deeper, broader, as to getting 
business—and the results will amaze 
you. 


the Rate Book Increase 


You miss it big if you side- 


Grind step difficul t-appearing 
Stone prospects all the time! By 
Yourself difficult appearing we mean, 


for instance, bankers, and 
storekeepers of all kinds, the latter 
being commonly supposed to be pound- 
ed to death daily by all kinds of soli- 
citors. And the most easily accessible 
of leading men. 

All such people usually have become 
difficult or tough prospects. 

But look here, good agent, 
you expect to grow stronger 
canvassing if you don’t make a point 
of deliberately going against one or 
two “Tough” propositions every now 
and then? 

Doing so is the best wit-brightener 
in the world for you! 

It shows up to you the weak places 
in your fighting and conquering pro- 
gram as an agent. 

It will show you flaws, weak spots, 
in your methods that are costing you 
good sized money right along! 

We don’t advise your tackling tough 
stuff all the time. Not by any means! 

But go against one or two of what 
you size up as the toughest proposi- 
tions every week. 

Of course, every now and then you'll 
land one of ’em, generally for addi- 
tional insurance, but that is only a part 
of what you send yourself against ’em 
for. Main thing is just what an axe 
is held on a grind-stone for, every now 
and then—to sharpen it. 

Be dead wise and act on this! 

= * . 


how do 
in your 


R. J. Mix, the enthusias- 

os tic manager for the Pru- 

Fresh dential in ‘New York City 

Beginning writes about 
new start in the 

issue of his “Mustard.” He says: 

What a delightful, crispy, cheery 

sound there is to those three words! 

They’re simply full of inspiration and 

exhilaration and encouragement! Just 


June 


to pronounce them actually puts new 


life and zeal into a fellow. 


How about a “fresh beginning” on | 
this first day of June? We’re apt to get 


into the way of thinking that the first 
of January is the proper time to do 
this sort of thing, but why in the name 
of all that’s good should a man re 
strict his “fresh beginnings” to New 
Year day? 

I don’t know what sort of a record 
you’ve made thus far in 1914, and it 
doesn’t materially matter, provided 
you make up your mind that you're 
going to begin all over again right 
now! If you’ve done well, you ought 
to try to do better! If you’re ashamed 
of your record for the past five months 
you most assuredly want to mend things 
in the seven months yet remaining in 
the year, and you can do it!. Greater 
determination—less time wasted, more 
people interviewed, increased confi- 
dence in yourself and in your great vo- 
cation. This is the medicine that you 
need on this first day of June, and if 
you'll take the medicine, it’ll make you 
well—sure! : 

Now, don’t make any mistake about 
it! If you’re going to spend your time 
ir canvassing men who get back at 
you with hard luck stories, you’re going 
to make a big mistake—perhaps' the 
same mistake that you’ve made during 
the past five months—and if that’s your 
program, you might as well throw up 
the sponge right now! If you’re a 
wise man, however (as I take you to 
be), you’re going to use that “thinker” 
of yours, and, if you do, that “thinker” 
is going to tell you that the only peo- 
ple with whom it will pay you to spend 
your time during the next seven months 
are those who are either proprietors 
of establishments that are making good 
money now or with the vast army of 





making a/| 


salaried men, whose incomes have not 
decreased and are not likely to do so! 

Let’s quit theorizing and mooning 
and groping in the dark and get down 
to hard tacks! 

It’s the truth I’m telling you! I want 
to see you making money in these com- 
ing months—I want to see you fatten 
up your league records—and you’re not 
going to do it anless you take my ad- 
vice! Don’t flatter yourself with the 
idea that if you do a poor business be- 
tween now and December 31st, you can 
blame it on the business conditions! 
No, sir—you can’t do it, my friend, for 
I can point ovt to you sccres of Life 
nsurance Agents in this town who will 
do a bully old business from this time 
to December 3lst and thereafter, but 
they’ll be working in the right chan- 
nels, and working mighty hard, too! 
Why, there’s a lot of men right within 
the sound of my voice as I dictate this 
article who, if they would make up 
their minds to it, and started out to 
do just that specific thing, could come 
mighty close to averaging an applica- 
tion for at least $1,000 a day for the 
balance of this year, and yet those good 
boys haven’t averaged anything like 
$1,000 of insurance per day during the 
past five months! What’s the answer? 
They’ve either been working in the 
wrong channels—trying to insure unin- 
surable people—uninsurable for the 
present at least—or else they’ve been 
actually working only two or three 
hours a day! Now, what’s the use? 


Commenting on business 
Hard depression, if it actually 
Times exists, T. R. Fell, of the 

? ‘Massachusetts Mutual Life 
in his agency letter, says: 

“If the times are hard with some 
they are not hard with others. For 
instance, if a man is working on a 
salary of $3,000 and upward, will you 
tell me how much worse off he is now 
than last year when he had the Same 
or a smaller salary. Yet there are 
thousands of such people in this city. 
The field is large enough to keep all 
the real life insurance agents busy.” 

“As to those rich men who are giving 
out interviews that the times are hard. 
Do you suppose they are losing money, 
If so, they are iosing it through a de. 
cline in the market price of their ip- 
vestments. They have faith that the 
price will come back again and should 
take out life insurance in the interim 
to cover the shrinkage.” 

“If you think times are hard, we 
would advise you not to ask business 
men how business is. If you think it, 
the other fellow will get your thought.” 

“Some say that the life insurance 
business does not reflect the times. As 
a life insurance agent, do you insist 
that it shall?” 

“If the times are hard with you, that 
means that you are not busy; your 
prospects are putting you off. Then, 
why not try for new prospects—pros- 
pects that are not affected by the 
times.” 
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GET PROMPT SETTLEMENTS. 





Safeguard Interest of Policyholder by 
Securing First Premium With 
the Application. 





There is much to be gained, both 
from the policyholders and the agents 
standpoint by securing settlements 
with the application for life insurance. 
The practice of leaving with a pros- 
pective client, when his name is affixed 
to the dotted line, an idea, that any 
old time will do for the payment of 
the premium, is to do the buyer of in- 
surance protection an injustice and 
york a hardship on the man with the 
rate book. Speaking in this connection 
ihe Federal Life, in its agents bulletin, 
has this to say: 

The question of prompt settlements 
for policies is most important. Let us 
jook at the case from the applicant’s 
side first. He makes hig application 
for a policy; undergoes the examina- 
tion; makes no settlement. Therefore, 
there is no insurance in force until the 
policy is issued and delivered to the ap- 
plicant, and a settlement is given while 
he is in good health. Should he, 
through sickness or accidenty become 
disabled after he has stood the examin- 
ation, he has no insurance, and accord- 
ing to the application, the policy could 
not be delivered, for, it is agreed in the 
application which has been signed for 
the policy, that there shall be no in- 
surance until a settlement has been 
made while he is in good health. A 
settlement made while he is not in good 
health would be contrary to the terms 
of the agreement in the application. 
Therefore, for the sake of the applicant 
secure a settlement with the applica- 
tion. 

Delay is Dangerous. 

What is the situation if settlement is 
made when the application is signed? 
The applicant is in good health (as 
shown by the application), therefore, as 
soon as this application is approved by 
the Company, the insurance is in force, 
regardless of sickness and accident oc- 
curring after the examination. Why? 
Because settlement was made while the 
applicant was in good health. Delays 
are always dangerous. The settlement 
is returned to the applicant, if his ap- 
plication is declined by the Company. 

From the agent’s point of view, cash 
settlements mean your work is com- 
plete. The transaction from your stand- 
point is closed. There is no antago- 
nistic influence or competitive agents’ 
work to combat. This fact alone has 
lost many commissions for agents. 

Avoid Taking Notes. 

Do not take notes if you can secure 
cash! You make more enemies by tak- 
ing notes than you do friends. Notes 
have to be collected. Often when the 
notes come due it is not convenient for 
the policyholder to pay same. _ Re- 
sult? He blames the agent, forgets 
about his policy—the protection it gives 
his estate, and wishes he could lay 
down on his obligation. Cash with the 
application eliminates all collection 
work and creates a better feeling in 
the policyholder for the Company. It 
also means more satisfactory business 
for the agent, as well as for the Com- 
pany. 

Notes are not cash. The custom 
among life insurance salesmen of tak- 
ing notes for premiums causes more 
trouble and misunderstanding than al- 
most any other phase of the business. 
There seems to be something about 
life insurance that tends to procrastina- 
tion in the payment of premiums, par- 
ticularly in places where the system 
of credits and long-time settlements is 
in common use. Perhaps it comes 
from the idea that the event insured 
against is considered a long way off, 
and though the insurance deal is 
closed, the prospect thinks he ought 
to be allowed to take his time in pay- 
ing for it. The transaction is an im- 
Mediate one on the part of the com- 
pany, and the prospect should he made 
to see that it should be the same with 
him. Were he to die, the company 
would be expected to pay the face of 


the policy within a reasonable time 
after the claim is filed, and the fact 
that this is the practice of all of the 
companies should be brought out by 
the salesman in his endeavor to se- 
cure a cash settlement when the policy 
is delivered. 

In case a policy paid for in part by a 
note becomes a claim, the settlement 
always involves extra trouble for all 
concerned and often it is difficult to 
explain to the beneficiary, especially if 
it is a widow and unused to business 
methods, why a certain amount must 
be deducted from the face of the policy 
to pay for the note, with interest. A 
great number of contested settlements 
arise from this cause. Even when care- 
fully detailed, an impression may re- 
main in the mind of the beneficiary 
that an injustice has been done, and 
the occurrence may come up to the 
prejudice of the salesman in securing 
other applications. 

Cash with the applications means 
“work well done.” The Company 
knows that the agent cannot always 
secure cash with the applications, but it 
does know that if he tries, he can se- 
cure the cash in a great many cases. 

“What is worth doing, is worth doing 
right.” 





PRAISES MISSOURI STATE. 





Superintendent of Insurance Revelle 
Says Recent Examination Verifies 
Report Filed December 31. 





In a letter to President Melson of the 
Missouri State Life of St. Louis, Charles 
G. Revelle, Superintendent of Insurance 
of the State of Missouri, concerning 
the recent examination of that company 
by the department said: 

“The report in all essential features 
verifies the annual report filed by your 
Company December 3ist, 1913. I note 
with satisfaction the general condition 
and advanced strides of the Company. 
A comparison discloses that you have 
increased your dividend schedule for 
the year, which I deem an important 
matter from the standpoint of the 
policyholder. I especially observe the 
favorable mortality experience of your 
Company and the unusually high rate 
of interest earned on the securities 
owned by it. The mortgage loans of 
the Company, as indicated by the ap- 
praisers’ reports on the 210 pieces of 
property inspected, meet the require- 
ments of the Missouri statutes. 

“In view of this report and the con- 
dition it discloses, I fail to see any 
reason why you should not continue to 
advance and aid materially in making 
Missouri a State of life insurance im- 
portance.” 





JOINS WESTERN STATES LIFE. 

Under the title of Supervisor, Robert 
M. Beckley becomes connected with 
the Western States Life of San Fran- 
cisco. Mr. Beckley has had a thorough 
insurance training, having been with 
the New York Life for over fourteen 
years in the home office, after which 
he took up field work as an agency di- 
rector in one of the New York city 
branch offices. In his new position 
Mr. Beckley will assist the manager 
and superintendent of agencies in their 
work. 


SOUTHLAND MEETING ON COAST. 

James A. Stephenson, president of 
the Southland Life Insurance Com- 
pany, Dallas, Texas, has decided to 
hold the company’s agency meeting for 
1915 in Sam Francisco on August 20. 
The meeting will take the place of the 
annual October rcund-up of the agents 
of that Company. 








MANHATTAN LIFE MEETING. 

The time has been settled upon for 
the meeting of the qualified members 
of the Manhattan Agency Club to be 
held in San Francisco during the 
Panama-Pacific Exposition. The first 
session will be held Monday, April 
26th, 1915. Headquarters will be 
maintained in San Francisco for the 
Club at the St. Francis Hotel. 








THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


eee ¢ . 
The Company By the Pook 
—_——— For the People 


The Daily Average of the Company’s 
Business during 1913 was: 
549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.62 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$164,025.94 per day in Increase of 
Assets. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1913: 
Perret tid) EEL Cate GE OI ; 
6 . 76. 
94,668,092.00 





Capital and Surplus................... 
RS Ty onc senscketdeaianchsssncnseenens eee 
Payments to Policyholders since Organization,................ ‘ 14,138,137.61 
Is Paying its Policyholders nearly........... $1,250,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 














No long sermon 


is needed 
to prove the salability of our Policies. 


WILLIAM N. COMPTON 
General Agent 
Metropolitan District 
St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 
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INSURANCE COM 
OF BOSTON MASSACHUSETTS 





More than two million of them in 
force—hundreds more written every busi- 
ness day. 











STATE MUTUAL ure insurance’ company 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


if d. take 
sanmastod, 6 A. B. UTTER, Agency Manager, ».%°2* ftic*.,, 


the matter up with 














If you can write Ordinary and Industrial business in 
an exceptional field, under a progressive live wire 
manager, who controls five offices, all making ex- 
ceptional records, and incidentally the greenbacks, 
address (in strict confidence to you), 


Box 75, Ironton, Ohio. 
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This newspaper is owned and is pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corperation, office and picce of business 
105 William Street, New York (City. 
B. F. Hadley, President; Clarence Az- 
man, Vice-President and Treasurer; G. 
A. Watson, Secretary. The address of 
the officers is the office of this news- 
paper. Telephone 2497 John. 

Subscription Price $3.00 a_ year. 
Single copies, 15 cents. 

Entered as second-class matter Jan 
uary 4, 1907, at the Post Office at New 
York, N. ¥.; under the act of Congress 
of March 8, 1879. 


THE NEW YORK LOCAL AGENTS. 

The annual meeting of the New. York 
State Association of Local Fire Insur- 
ance Agents, held in Rochester last 
week without company officials or spe- 
cial agents taking’ part in the program, 
or even being in attendance, could not 
help but be a plain-spoken gathering. 
For once the annex question was rele- 
gated to the rear, the bulk of the time 
being devoted to a survey of the rate 
situation. The agents analyzed the 
book of new rules of the Underwriters’ 
Association of New York State and lis- 
tened to letters written on the subject 
by the State Insurance Department. It 
was only natural that agents who had 
gone to the Insurance Department, over 
the heads of the companies in a direct 
appeal for relief in rating matters 
should make sharp criticism of the 
methods of the rate makers when they 
gathered in convention and this was 
done. That there existed a feeling of 
antagonism to the companies is to be 
deplored. Agents and companies have 
too much in common to be long at cross- 
purposes. 

How much responsibility rests with 
the rate-making organization in creat- 
ing a feeling of discontent by com- 
pletely changing an important schedule 
of rates at a few days’ notice is hard to 
tell. As the tendency toward State 
rate supervision spreads there is a 
growiag demand that property owners 
and agents be heard as to the justice of 
sweeping rate and form charges. Many 
of the members of the Underwriters’ 
Association of New York State are men 
of unusual attainments, and the asso- 
ciation itself is one of the best in the 
country. In the schedule promulgations 
it carried out instructions from “higher 
up.” The criticism is not so much with 
the rates as with the fact that the 
locals feel that they have been ignored. 
A conference may take some of the 
indigo out of the horizon. The quicker 
a conference the better. Agents who 
talk of “Going to the legislature” are 
playing with a buzz-saw. 


FIRE INSURANCE RATE-MAKING. 

Thoughtful underwriters generally 
will endorse the statement of President 
W. N. Kremer of the National Board 
of Fire Underwriters, that the Alpha 
and Omega of the unrest that obtains 
in the realm of fire insurance, is the 
question of rates. 


Appreciating that until some more 
scientific methods than that now em- 
ployed be found for measuring hazards, 
the busiuess will be subject to criticism 
from property-owners and interference 
from legislators, underwriters are giv- 
ing the most thoughtful attention to the 
loss classification plan advocated by a 
special committee of the National 
Board, of which E. G. Richards is chair- 
man, and it is confidently expected that 
a definite understanding in the matter 
will be reached at a special gathering 
of the committee to be held on the 5th 
inst. 

With changes 
struction of properties, and the intro- 
duction of unknown hazards in manu- 
facturing constantly occurring, the 
difficulty of devising a standard of 
tariffs that will prove equitable for any 
length of time, is readily recognized, 
and the “actuarial Committee” charged 
will the devisement of a new rating 
method has a most difficult task be- 
fore it. 

The character of the men composing 
the committee, however, guarantees 
that the grave problem will be given 
the most careful and intelligent thought 
and the further announcement of the 
body will be awaited with the closest 
attention by the entire underwriting 
fraternity. 





A LIFE INCOME. 

Field Notes, published by the North- 
western Mutual Life, explains the 
three ways of providing for a life in- 
come, as follows: 

Option “A”—Proceeds left with com- 
pany during life of Beneficiary, and, if 
desired, during life of Contingent Bene- 
ficiary, until finally payable under the 
contract to the executors, administra- 
tors or assigns of the last surviving 
Beneficiary or Contingent Beneficiary, 
the company in the meantime to pay 
to the beneficiary entitled to receive 
same an annuity (on monthly basis if 
requested) equal to 3 per cent. of the 
amount in its hands. 

Option “B”’—Proceeds payable in in- 
stallments (monthly basis if requested) 
during 20 years ($65.25 per annum per 
$1,000) with extra premium for Defer- 
red Survivorship Benefit (see page 274 
of Rate Book) to continue such pay- 
ments after 20 years and for so long as 
Beneficiary may survive. In event Bene- 
ficiary dies within 20 years after in- 
sured the remaining payments accru- 
ing during said 20 years may be paid 
to a Contingent Beneficiary. 

Option “C’—Under this option the 
proceeds are applied to purchase of an 
income (monthly basis if requested) to 
the Beneficiary for a stipulated num- 
ber of years certain, such income to be 
continued to the Beneficiary for so long 
as she may survive after the end of the 
stipulated period. In event Beneficiary 
dies within the stipulated period the 
remaining payments accruing during 
the stipulated period may be paid to a 
Contingent Beneficiary. 

The privileges of Options “A,” “B” 
and “C” have been extended to all poli- 
cies (except “Renewable Term” and 
policies on “Corporation” and “Partner- 
ship” forms) in force for $1,000 or 


more. Please note, however, in con- 
nection with Option “B,” above, that 
the Deferred Survivorship Benefit is 
designed to be added to the policy only 
at the time of original issue. 


in the physical con- 


The Human Side of Insurance 











G. T. AMSDEN. 





G. T. Amsden, of Rochester, who was 
elected president of the New York State 
Association of Local Fire Insurance 
Agents last week, is one of the aggres- 
sive, live wire, clean type of fire insur- 
ance agents who are trying to build up 
ideals in the local agency field. His 
grandfather and his father were insur- 
ance men before him. Mr. Amsden 
went to Andover. He is as popular with 
his confreres as with his patrons. At 
the convention last week Mr. Amsden 
was delegated to show Insurance Su- 
perintendent Hasbrouck the sights of 
Rochester and drove him about the city. 
The new president of the State asso- 
ciation says that he will not rest con- 
tent until it has a membership of one 
thousand and he says no reason why 
this figure should not be reached. 

a + . 


D. C. McKelway, a Pittsburgh insur- 
ance agent, was struck by an automo- 
bile and killed this week. He was 
crossing Fifth avenue at Clyde street 
with his wife and daughter. As the 
auto swept around a corner Mr. McKel- 
way backed into it. He was rushed to 
the Homeopathic Hospital, where he 
died. Mr. McKelway was special agent 
for the Fidelity-Phenix. 

* . . 

William T. Welshan, an insurance 
agent in Williamsport, Pa., died recent- 
ly. He was a member of the firm of 
Hartranft & Welshans, and represented 
the Travelers. 

7 * - 

Edgar M. Griffiths, of Albany, did 
not attend the convention of the New 
York State Association of Local Fire 
Insurance Agents because he had to 
have an operation performed on an 
eye. He is president of the Albany 
local association. 

a o * 

C. |. Brooks, secretary of the South- 
western Surety Company of Texas, who 
is now upon the Pacific Coast examin- 
ing general underwriting conditions 
there, is a man of parts, who has made 
good in several branches of insurance. 
His early training was in the fire line, 
when he held a responsible post with 
the managerial firm of Weed & Ken. 
nedy of New York. Subsequently he 
handled the plate glass department for 
the Casualty Company of America, go- 
ing thence to the secretaryship of a 
surety company. Since his association 
with the Southwestern he has carefully 
and intelligently revised its business, 
pruning here and extending there, al- 
ways with a view to improving its 
general business classification. Quiet, 


persistent and diplomatic Mr. Brooks 
is in many respects an ideal under- 
writer, and his steady advancement in 
the business is wholly natural. 





If F. C. Buswell, vice-president of 
the Home Insurance Company, wasn’t 
an excessively modest man, his ears 
would have tingled at the compliments 
paid him by his managerial associates 
at the recent meeting of the Nationa 
Board of Fire Underwriters. 

dm his annual address Pres. Kremer 
said: “The chairman of the committee 
(on laws), F. C. Buswell, has respona- 
ed graciously and uncomplainingly to 
the heavy drafts made upon him. 
Scarcely a day has passed without re. 
quiring more or less of his energies in 
this direction. That the chairman ana 
the committee on laws have fully met 
all of the exacting requirements placed 
upon them is known to the entire mem. 
bership of this board, and I take this 
occasion to render full acknowledge. 
ment of the splendid character of their 
services.” 

In like manner R. M. Bissell, chair- 
man of the executive committee could 
not withhold this tribute: “The ep- 
largement of the scope of the work ot 
the committee on laws two years since 
has proven the wisdom of the action 
then taken and, while the chairman and 
membership of each committee is to 
be commended, no one will take ex- 
ception, I am sure, if a special word 
of appreciation igs recorded to Chai- 
man Buswell and his associates. ur 
interests in legislative matters were 
never in better hands, and no chairman 
of any committee has ever more un- 
stintingly and unselfishly given of his 
time and great ability to the common 
service.” 

In the half-century of its existence 
the Home Insurance Company has fur- 
nished to the underwriting’ fraternity 
some of its most capable members, and 
will likely continue doing so for many 
years to come. President Snow has 
surrounded himself with a staff of pbril- 
liant young lieutenants, everyone of 
whom is giving a good account of him- 
self. Training plus innate ability is 
sure to tell. 

oa 7 * 

Sir Gerald Ryan, general manager of 
the Phoenix of London, is visiting 
America. He was in Chicago this week. 
With him is Lady Ryan, United States 
Manager Beresford and General Agent 
Washington Irving of the Pacific Coast. 

. + + 


O. E. Schaefer, secretary of the 
Westchester Fire, was in the West this 
week. 

* a ” 

Darwin P. Kingsley, president of the 
New York Life, is a member of the 
Hobby Club, one of the most interest- 
ing organizations in New York Life. 
His hobby is Shakespeare. 

s* s+ # 


Dwight A. Parsons, a veteran insur- 
ance agent of New Britain, Conn., was 
thrown from a bicycle a few days ago, 
striking on his head, causing severe 
injuries. 

» “ * 

J. O. A. Preus, insurance commission- 
er of Minnesota, has promised to ad- 
dress members of the National Asso- 
ciation of Local Fire Insurance Agents 
when they gather in Minneapolis on 
August 18. Commissioner Preus is ad- 
mittedly one of the foremost of State 
governing Officials, having no prejudice 
and approaching every question sub- 
mitted him in a spirit of the utmost 
fairness. He has served as an admir- 
able foil to the radical element of Min- 
nesota that would hamper all corporate 
interests, and has manfully stood for 
the “square deal” policy. A close ob- 
server and clear thinker his observa- 
tions upon any selected subject are al- 
ways worth while, and the local agents 
may feel sure of an interesting and 
instructive address from him. 

ees 

Henry E. Rawlings, for several years 
past managing director of the Guar- 
antee Company of North America, 
Montreal, has been elected vice-presi- 
dent of the corporation as well. 
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PHILADELPHIA AGREEMENT. 





Attempt is Being Made to Fliminate 
Underwriters Agencies by 
Local Association. 





The underwriters agency feature of 
the new agreement sent to companies 
for signature by the Philadelphia Fire 
Underwriters’ Association on May 26 
is attracting comment. This agree- 
ment is to supersede the one now in 
force. The statement is incidentally 
made that the new agreement is pre- 
pared in connection with counsel as a 
result of the Allegheny County de- 
cision. 

The new agreement provides for a 
limitation of two agents, the same as 
in the old. However, if a company 
united with another in an underwriters 
policy not more than one agent shall 
be authorized to issue the joint policy. 
If a company establishes or controls 
an underwriters agency or similar or- 
ganization such organization may be 
represented by one policy-writing agent. 
In either event such agent shall be 
accounted as one of the two agents 
which each company concerned is per- 
mitted to have. In other words, the 
association attempts to eliminate the 
underwriters agencies in Philadelphia 
by limiting the number of agents to 
two, whether they be underwriters or 
parent agents. Just how this conforms 
to the court ruling in Allegheny County 
some company Officials are trying to 
figure out. 

The agreement further seeks to con- 
fine strictly to insurance men those 
privileged to secure company represen- 
tation, eliminating strictly all possess- 
ing banking, real-estate, legal or other 
outside affiliations. 

So far as can be learned the pro- 
posed new “company agreement” has 
been prepared by the local agents with- 
out conferring with any company execu- 
tive. 





COMPANIES RESPONDING. 





Sufficient Replies Reported Had to In- 
sure Increased Brokerage on New 
York Suburban Business. 





General report has it that since the 
latest Eastern Union meeting the re- 
sponses to the request of the Suburban 
Fire Insurance Exchange for an expres- 
sion of opinion from companies as to 
the wisdom of increasing the present 
brokerage upon suburban business, and 
granting a contingent commission to 
local agents throughout the suburban 
territory, have been coming in rapidly, 
the great majority favoring both propo- 
sitions. 

To conform to the recent amendment 
by the executive committee of the 
Agency Rule which now reads: “If 
such head office maintains no counter 
for the acceptance of business, then 
and in that case only at the office of 
its metropolitan agent in Manhattan, as 
defined in the agreement of the New 
York Fire Insurance Exchange” mem- 
bers are scanning their present sub- 
urban head agency arrangements and 
preparing for their sharp revision. 





WILLIAMSPORT HAZARDS. 


Williamsport, Pa. a city of about 
33,000 people is reported by the en- 
gineers of the National Board of Fire 
Underwriters to have a high conflagra- 
tion hazard in the principal mercantile 
district. This is on account of weak 
construction, narrow streets, frequent 
high winds, overhead wire obstructions, 
little private fire protection and in- 
adequate public fire fighting facilities. 
The manufacturing plants generally 
lack private fire equipment and serious 
group or individual fires are probable 
especially in the extensive woodwork- 
ing plants. The congested residential 
portions are subject to serious spread- 
ing fires on account of shingle roofs. 


Fire Insurance Department 








GRANT CONFERENCE. 





Rumor Up-State That Special and 
Local Agents Will Get Together, 
Meet and Talk Rates. 





An interesting rumor in_ several 
cities up-State is that the Underwriters 
Association of New York State will 
grant a hearing to the executive com- 
mittee of the New York State Local 
Agents’ Association. If this is done it 
is thought that it will go a long way to 
allay the resentment over the recent 
rate promulgations felt by many agents. 

It is known that some members of 
the Underwriters Association of New 
York State favor such a conference. 
Correspondence published on the sub- 
ject of the demands for a conference 
will be found in the section of this 
paper dealing with the convention of 
the agents in Rochester last week. 





ANNEX MEETINGS. 
Both Sides Submix Briefs at Spring- 
field—Company Managers Have 
Conference. 





The annex question was shifted to 
the West this week when the Illinois 
Insurance Department gave a hearing 
on the subject. President Hildreth, of 
the National Association of Local In- 
surance Agents, and some other insur- 
ance men attended. All witnesses were 
put under oath. Briefs were filed by 
both sides. 

A meeting of company managers was 
held in Chicago Tuesday. John H. 
Stoddard, of the New York Underwrit- 
ers Agency, made a report of what took 
place in Springfield 





MEETING IN BOSTON. 





Managers and Agents Wrestling With 
Important Problems at “The Hub.” 





Boston, Mass, June 2. (Special)—A 
highly important conference, participat- 
ed in by a number of company execu- 
tives and representative local agents is 
on in this city, and a great deal of spec- 
ulation as to the probable outcome is 
being indulged in “on the street.” 

The long standing and exceedingly 
complex problem of the Boston Board 
privileges, field of jurisdiction, limita- 
tion of agency representation and ques- 
tions depending thereupon, is being 
threshed out, as is also the excessive 
loss ratio of the city and the great need 
for improvement therein. 

The opinion is that the managerial 
committee is exceedingly anxious to 
make a definite report at the next meet- 
ing of the Eastern Union and that every 
effort will be put forth to attain such 
result. 





ADMITTED TO MASS. 





First National Fire of Washington Gets 
Its Bay State License—Gilmour 
Boston Agent. 





Satisfied with the financial status of 
the First National Fire, of Washington, 
D. C., the Massachusetts Insurance De- 
partment has admitted it to that State. 
William Gilmour, one of the foremost 
of the Boston agency contingent has 
been given the Company’s representa- 
tion for his home city. 
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DECIDES AGAINST COMPANIES. 
The Supreme Court of New York has | 











TWO HUNDRED AND FOURTH YEAR 


given a verdict in favor of Jacob Bres- 
law, Samuel Breslaw and Lewis Kap- 
lan in actions brought by them against 
the Concordia and the Mechanics, of | 
Milwaukee, to recover on insurance 
policies on furniture stored in a barn 
that burned at Hudson Falls, N.Y. 
The defendants disputed the inven- 
tories. 
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54 Pine Street - 
WESTERN DEPARTMENT: 
39 South La Salle Street - 





The Glens Falls Common Council 
has decided to reduce the insurance on 
the city hall. The building was insur- 
ed for 80 per cent. of its value, $65,000. 
The council does not think that the | 
building can burn. : 


PACIFIC DEPARTMENT: 


San Francisco, Cal. 





INSURANCE OFFICE OF LONDON 


UNITED STATES BRANCH: 


New York 


Chicago 


N. W. Cor. Sansome & Sacramento Sts. 

















H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street - 


JOHNG. EWING C. ¢. apa PATRICK NOUD _ Ww. A! neg 


President Pres. 2nd Vice-Pres. 


THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 
DETROIT, MICH. 


Authorized Capital : - $1, 000, 000.00 

Cash Capital paid im - - - 902,650.00 

Surplus to Policyholders - : 1, 174,537.73 
EDWARD BLIVEN, Managing Underwriters 


RELIABLE AGENTS WANTED 
New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indiana, Wisconsin, lowa, Wisconsin 
Philadelphia, Pa. 















ORGANIZED 1848 W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,660.00 
AN AGENTS COMPANY 


E. K. SCHULTZ | LOGUE BROS. & CO. 


PHILADELPHIA PITTSBURGH 
General Agent General Agents 


Eastern Pennsylvania, New WesternPennsylvania 


Jersey and New York; =e 
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A Chat With Col. Cunningham 


Former President of Glens Falls Insurance Company Finds it 
Hard to Leave His Desk 
and of Underwriting Conditions 

(By a Staff Correspondent.) 





Talks of the Company 








a 





Glens Falls, N. Y., May 30.—When 
Col. J. L. Cunningham announced his 
resignation as president of the Glens 
Falls Insurance Company a few weeks 
ego it was thought by many editors 
that fire insurance had lost one of its 
strongest, ablest and most original fig- 
ures. That was because the fraternity 
forgot that it is almost impossible to 
overturn the habits of a lifetime, and, 
it is hard to keep an old warhorse in 
the stable. 

When the representative of The East- 
ern Underwriter went to the little city 
of Glens Fails, within sight of the Ad- 
irondacks, to ask Colonel Cunningham 
if he would tell how the Glens Falls In- 
surance Company became one of the 
most famous fire insurance institutions, 
to talk of men and events of the busi- 
ness, to ask how it felt to throw aside 
the cares of a business world, he 
thought he would have to do the inter- 
viewing in the large and cozy white 
home on the corner where the former 
president of the Glens Falls resides. 
He was mistaken. Colonel Cunningham 
was in his office in the beautiful new 
building of the Glens Falls Insurance 
Company. With him was President R. 
A. Little, whose father was head of the 
company many years ago. They were 
talking of a great fire in Cleveland, a 
few lines about which had appeared in 
the morning paper; and the former presi- 
dent was arranging to leave that night 
for New York, to attend the annual 
meeting of the National Board of Fire 
Underwriters, just as he has been go- 
ing to these meetings since 1875. 

Never Had a Real Vacation. 

“What would I do with myself if I did 
not come down to the office?” queried 
Colonel Cunningham in response to a 
question that was asked him. “In all 
the years I have been with the company 
I have taken only one vacation, which 
was for a week only. Then I went to 
Asbury Park, or some other seaside 
place. I was glad to get back into har- 
ness again. Whenever I feel that I 
snould take a few days off it has been 
my practice to hop aboard of a train 
and visit some of our agents. We have 
agents who have been with the company 
for fifty years. Why, here is a letter 
from an old fellow who has represented 
us for more than that—fifty-five years. 

“That’s all the tonic I need—to be 
with some of these boys who have been 
with us so long, who have been so loyal 


to the company and have aided so much 
in making the company what it is to- 
day.” 

Probably Messrs. R. A. Little, E. W. 
West, J. L. Whitlock and other asso- 
ciates knew what would happen. Any- 
way, they have made a rule that no one 
shall occupy “the president’s office” as 
long as Colonel Cunningham is about 
and stirring. 

Balks at Interview. 

When Colonel Cunningham was told 
that he was expected to give an inter- 
view with his picture he demurred 
strenuously. 

“This is not a one-man company,” he 
declared, “and will not be. We have al- 
ways guarded against that state of af- 
fairs. Our system of employment has 
always been to take boys in here and 
develop them. If they showed talent 
and ability and wanted to work they 
were promoted. Take Mr. West. He 
is a comparatively young man, but he 
has been with us forty years. After 
holding down a desk in the office he 
spent twenty years on the road. I think 
he is as clever an insurance Man as 
there is in the field to-day. I feel proud 
of him. We have many bright young 
men here now who will make their 
mark.” 

Neither Mr. Cunningham nor Presi- 
dent Little has had@ a picture taken in 
years, and neither would pose for one. 
But Colonel Cunningham said: 

“I am going to make Little have his 
picture taken. I want to print it in 
‘Now and Then,’ the little publication 
which we issue.” 

Tribute to President Little. 

The last president of the old mutual 
which later became the Glens Falls was 
Russell ‘M. Little, whose son, R. A., is 
now president of the company. Another 
son, Meredith B. Little, for more than 
half a century an agent in this city, died 
on February 4 of this year. 

Colonel Cunningham stopped to pay a 
tribute to the new president of the com- 
pany, saying: 

“He could not help being a born in- 
surance man in view of his ancestry and 
environment. When a young man he 
was in his brother’s agency. Next, he 
went on the road for the Royal. We 
needed a field man and wanted very 
much to have Mr. Little associated with 
us, and he came, the connection being 
as pleasant to him as to us in view of 
the fact that his father had been head 





of the company. For a number of years 
he was in the field; then, he became 
general agent, and, finally, was brought 
in as secretary of the company. An 
able, level-headed man, very modest, he 
has a good, stiff backbone. I have felt 
for some time that I would like to see 
him president of this company, not oniy 
because he is an excellent underwriter, 
but for sentimental reasons.” 
Why the Glens Falls Succeeded. 


‘Asked as to the principal reasons for 
the Glens Falls’ great success, Colonel 
Cunningham attributed it to conserva- 
tive underwriting and to loyal agents. 
He smiles if asked if the time will ever 
come when the brokers will drive out 
the agents. Certainly, they never will 
so far as the Glens Falls is concerned. 

Briefly sketching the history of the 
Glens Falls, Colonel Cunningham said: 

“The mutuals, which were as plentiful 
as the sands of the sea, were gradually 
tumbling down. Many of them were 
badly managed, or had nothing behind 
them, while stock companies were mak- 
ing strong headway with the better class 
of the insured. Many of the mutuals 
were spectacular in every way. The 
situation became so acute that the legis- 
lature passed a law that a mutual com- 
pany could reorganize as a stock com- 
pany. Thus the Glens Falls was re- 
organized under the law, becoming a 
stock company, with $100,000 capital. 

“The company was rather poor, and 
had little experience. It was thought 
necessary to put in another $100,000. 
The company went along with fairly 
good success until after the war, or, 
maybe, during the war, when it reached 
$100,000 net surplus. Later this was cut 
down to $50,000, half, and the outlook 
at that time was not cheerful. It has 
been said that on two different occa- 
sions vote was taken as to the advisa- 
bility of winding up the affairs of the 
company. It is also said that these 
votes were very close, the negative 
votes being cast out of pluck rather 
than judgment, but if this is true I 
can find no record of it in the books 
of the company. 


How Colonel Cunningham Joined the 
Company. 

“I came here with the Glens Falls in 
1867. I had been in the army for three 
years and after that had been appointed 
Collector of Internal Revenue. This 
Was not such a profitable or desirable a 
position as the title would indicate. 
Some men in the insurance company 
that I knew were anxious that I should 
join them. My regular profession was 
that of lawyer. I debated whether to 
continue to practice law or join my 
friends in the Glens Falls. I finally was 
engaged for special work, my principal 
function being to look over the insur- 
ance situation and general business con- 
ditions, submitting a report later. 

“I found that the company had a 
splendid reputation wherever it was es- 
tablished. It seemed to me that there 
was a good field, particularly if the com- 
pany extended its operations and took 
more advantage of its fine reputation to 
add to the premium income. 

“My investigations and report pleased 
Mr. Little so much that he insisted that 
I continue with the company. I decided 
to drop the law and go in for insurance 
permanently, and I have been here ever 
since. I early formed an opinion which 
is with me still, viz.: To successfully 





conduct an insurance company it is only 
necessary to apply to it sane business 
principles. 

Officers Keep In Close Touch with 

Agents. 

“After making my permanent con- 
nection with the company I went into 
the field for several years and was then 
elected secretary. Russell M. Little 
was a field man, one of the very best 
and he could not bear to remain in 
his office for long. Sometimes he 
would be gone for two months at a 
time. Toward the last he became fee- 
ble and wanted to retire, but I in. 
sisted that he stay as long as he lived 
and he did, dying in 1901. I was then 
elected president.” 

Colonel Cunningham said that he de- 
rived great pleasure in meeting with 
officials of other companies, and he 
always regarded this intercourse as of 
great value. In speaking of the Na- 
tional Board his eyes grew dim as he 
recalled that of dozens of underwriters 
who attended the meeting in 1875, 
where he first made their acquaint- 
ance, all but two or three are dead. 

Future of Small Companies. 

Asked what he thought was the fu- 
ture of a small company, in view of 
the many reinsurances and the large 
lines being written, Colonel Cunning- 
ham said: 

“The future of the small company, 
which is well managed, not only as to 
its underwriting, but in its expense 
ratio, is as good as it ever was. I 
see no reason why a company doing 
$500,000 a year, properly equipped and 
managed, has not as good prospects as 
a large company doing a large busi- 
ness. We are transacting a more gen- 
eral business than formerly, and, of 
course, are writing some larger lines, 
to protect our agents to meet agency 
requirements, but we never have been 
and never will be a sensational or 
plunging company in any sense of the 
word.” 

The Glens Falls Insurance Company 


“is now in its sixty-fifth year. Its assets 


are $5,553,704, of which nearly one-half 
is net surplus. 
Company’s New Building. 

Before leaving the representative of 
The Eastern Underwriter was shown 
through the attractive new building, a 
fivestory structure. The first floor 
measures 16,000 square feet. Every 
room has sunlight and thorough venti- 
lation and is provided with hot, cold 
and refrigerated water, suction clean- 
ing connections and all modern con- 
veniences. While it is a steel-frame 
building, the outside walls are not ve- 
neered, but are of solid brick and mar- 
ble, thirty-four inches thick. 





SOLICITOR A SPECIALIST. 

One of the leading insurance agen- 
cies in Syracuse has notified its soli- 
citors that they must specialize in the 
department for which they are engag- 
ed, and that the fire producers will not 
receive commission for liability or 
surety business; the life men will not 
be paid for fire business, etc. This has 
the effect of making each man concen- 
trate on his own line. 





THIRTY DAYS OF GRACE. 
The New York Insurance Department 
has extended to July 1 the time when 
the non-association companies in New 
York State may file their schedules. 
This is the second extension that has 
been given, the first being to June 1. 








Florida Fire and Casualty insurance Company 
Home Office, JACKSONVILLE, FLA. 


REED oe ccccvvcsvvsecvowss 
CAPITAL PAID UP........ 


Werrrriviry 7 $429,188.15 
Te Te rrr TT 222,025.63 


SOLICITS 
Fire Reinsurance by Treaty or Otherwise 
Fire Risks on Legitimate Surplus Lines Only 


after licensed Companies have been exhausted. 
ENCOURAGE HOME COMPANIES 








Assets 
Liabilities (except capital)... 
SEE cinbivsvcsdcundéewehs 


urpl 
Surplus to Policyholders. 





First National 


Fire Insurance Company 
Of The United States 
WASHINGTON, - - D.C. 


STATEMENT DECEMBER 31, 1913. 







Responsible Agents wanted in Cities and Towns where Company is not now represented 


1,391,550.28 
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NEW JERSEY NOTES 











TERM RULE. 





Middle Department Asked to Apply This 
to Traction Properties as is 
Practice Elsewhere.. 





An agitation to induce the Under- 
writers’ Association of the Middle De- 
partment to approve the application of 
the term rule to traction properties— 
212 annuals for three years—has been 
started. The term rule in this connec- 
tion has been adopted by other asso- 
ciations and many do not see why the 
Underwriters’ Association of the Middle 
Department should be an exception, 





MUTUAL RATE SCHEDULES. 





Interesting Data for State Made Possi- 
ble by tae, | of the Ramsey 
Law. 

Ever since the New Jersey Rating 
Law went into effect there has been 
much interest evinced by companies, 
specials and local agents regarding the 
rates that are charged by the mutual 
companies, particularly those composed 

of manufacturers. 

It is reported that some interesting 
data on this subject has been secured. 
A number of insurance men have visit- 
ed Trenton and asked about the mutual 
rates. 





NEW JERSEY APPOINTMENTS. 

Among recent appointments in New 
Jersey are the following: Aachen & 
Munich, Fred J. Heidl, Jr., Long 
Branch; Aetna, M. George & Son, Jer- 
sey City; British America, Continental 
and Fidelity-Phoenix, Francis H. Tip- 
pett, Dover; Fireman’s Fund, Alvin B. 
Fox, Perth Amboy; First National, J. F. 
Braney, Long Branch; Franklin, Alton 
L. Cleveland, Camden; Michigan Com- 
mercial, J. A. Edgar, New Brunswick; 
E. C. Hardingham, Plainfield; National 
Union, the Lynch Agency, Lakewood; 
Norwich Union, Mulligan & Schroeder, 
Harrison; Prussian National, William 
Stein, Elizabeth; Springfield, J. Harry 
George, Elizabeth; Williamsburgh City, 
Edgar C. Cook, Atlantic Highlands. 





LOSS IS $30,000. 

Some comment is heard in Newark 
over the fact that the fire which caus- 
ed a loss in the tenement house on 
Spruce street, Newark, got such a 
headway in view of the fact that it was 
discovered at 2.14 in the afternoon. The 
loss is $30,000. The property is owned 
by President Rachlin, of the Union 
Building Company, owners of the Un- 
ion and Essex office buildings, Newark. 





PAINE WITH F. S. JAMES & CO. 

Fred Paine has resigned from the 
Atlee Brown rating office in Newark 
to go with Fred S. James & Co. as a 
special agent. Mr. Paine started in his 
brother’s insurance agency in Far Rock- 
away, L. 1, and then went with Mr. 
Brown as an inspector. 





COUNTRY ESTATE LOSS. 
Another country estate fire in New 
Jersey occurred this week when the 
residence on the Benjamin Sire estate, 
North of Morris Plains, was damaged 
$25,000. Lightning caused the fire. 





4,000 RATES A MONTH. 
The New Jersey rating office is now 
issuing 4,000 rates a month. 





A meeting of the Underwriters Pro- 
tective Association of Newark will be 
held to-day. 





Companies have received copies of 
the proposed plan of an electrical bu- 
reau for New Jersey. 





More than 10,000 licenses to agents 
and brokers have been issued by the 
Connecticut Insurance Department dur- 
ing the past few weeks. 





REPORT ON PLAINFIELD. 


The National Board of Fire Under- 
writers has issued its report on condi- 
tions at Plainfield. Forty-seven changes 
in fire prevention are recommended. 
The management of the water supply 
is reported as efficient. The fire de 
partment has too few permanent men. 
Responses to telephone alarms are 
poorly arranged. The fire alarm sys- 
tem is not reliable. Circuits are over- 
head and in poor condition. It is 
recommended that the fire limits be 
extended and that the building code be 
revised. It is further recommended 
that the National Electrical Code be 
made by ordinance the standard for 
all electrical work. 

Summarizing the city’s fire fighting 
facilities, the engineers say: 

“Water Supply.—Privately owned and 
operated works; management capable 
and efficient; good records. Supply 
pumped from wells adequate for pres- 
ent needs. Non fire-proof pumping sta- 
tion with much combustible material 
in old portion; protection fair; pump- 
ing capacity adequate in connection 
with standpipes, new reservoir and 
emergency supply. Distribution in one 
service; consumption high. Pressures 
fair and well maintained. Mainly good 
distribution system. Gate valves wide- 
ly spaced; in good condition. Hydrants 
of satisfactory size; in only fair condi- 
tion; widely spaced. 

“Fire Department.—Part full paid 
and part call. Financial support fairly 
liberal, but not sufficient for proper 
strength. Companies have too few per- 
manent men. No civil service require- 


- ments, but appointments for indefinite 


terms. Apparatus mainly well distrib- 
uted; additional protection needed in 
southeastern section. Engine capacity 
inadequate. Chemical service fair. 
Automobile ladder truck needed. Hose 
supply adequate; part in doubtful con- 
dition. Minor equipment fair. Disci- 
p.ine good. No drills. Response to 
box alarms satisfactory; to telephone 
alarms poorly arranged. Fire methods 
mainly good. Building inspections not 
of sufficient frequency. Records fairly 
complete. 

“Fire Alarm System.—-Automatic sys- 
tem, maintained by contract; does not 
receive proper attention to insure reli- 
able service. Headquarters in non-fire- 
proof building with serious exposures. 
Boxes in good condition; distribution 
gocd in mercantile district, poor else- 
where; many boxes of unreliable type; 
no red bands on supporting poles; red 
lights poorly maintained. No separate 
alarm circuit, except at headquarters. 
Circuits all overhead and in poor con- 
dition; mostly on poles with high ten- 
sion lines; subject to interruption such 
as recently occurred. No telephone 


switch board. Operation slow. Fre- 
quent inspections. Records incom- 
plete.” 





JERSEY FIELD CLUB. 

Despite the wishes of a number of 
special agents that the New Jersey 
Field Club be resurrected, some of the 
officers of the old club are against the 
idea for the present. The club could do 
nothing regarding rates or commis- 
sions, and would have to confine its 
activities to surveys. 

Then, too, there is a sentiment that 
to be effective the club should contain 
specials of all companies, union and 
non-union. 





QUEEN 


ins. Co. of America, 
Tew YORK. 




















Capital Stock - - 
Liabilities . 


Net Surplus - - 
Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


- $10,004,903.21 
P. L. HOADLEY, President 


$1,000,000.00 
5,452,043.92 

° 300,000.00 
3,252,859.29 


Cc. W. Bailey, V. Pres’t. 
A. C. Cyphers, Treas. 


























WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 
UNITED STATES BRANCH 
January 1, 1914 


SE - ahi tinnibeinedbedineinées $2,578,165.43 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 














1853 
SIXTY-FIRST YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 
Assets, Dec. 31-1913...... $1,152,425.00 
Wet Gurpias, * *....ccc00. 542,514.00 


1914 





W. H. MILLER, president 
A. S. McCONKEY, 
Secretary and Treasurer 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 





Statement, January 1, 1914. 
Cash Capital ....... $1,000,000.00 
MP Ls aceite chee 7,260,197.27 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 

Holders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 

















For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4.743,233.00 
Cash Surplus to Policy 
Holders - - - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of ite management, and the man- 
agement of THE HANOVER is an absolute as 
surance of the security of its policy 


R. EMORY WARFIEL D - President 
JOSEPH McCORD - Vice-Pres, & Sec'y 
WILLIAM MORRISON - Asst. Sec'y 


JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 


The Oldest Fire Insurance Company in New Jersey. 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 











THE YORKSHIR 


FRANK & ee U. 8. Managers 


PACIFIC COAST DEPARTMENT, McClure cm 
NORTH & SOUTH oe DEPART 





tablished 
The “YORKSHIRE” is the cc and Strongest of the English Fire Companies not here- 
tofore represented in the United 
ERNEST B. BOYD, Underwriting Manager 
. E. LANE, Assistant Manager, 80 Maiden Lane, New York 
New ork Life Insurance & Trust Co., U. 8S. Trustee, 52 Wall Street 
+ Manager, San Francisco, Cal. 
‘NT, Harry R. Bush, Manager, Greensboro, N. ¢ 


Insurance Company, Ltd. 


OF YORK, ENGLAND 
1824 


tates 


HEASTERN DEPARTMENT: Dargan 4 Hopkins, Managers, Rusote, Ga. 
Louisiana & Mississipi Department, JAS. B. ROSS, Manager, New Orleans, La. 
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BROKERS’ ACTIVITIES 











INVESTIGATING BINDERS. 





Reported That New York Insurance 
Department Will Soon Issue a 
Ruling on This Subject. 





The New York Insurance Department 
is making an investigation of binders, 
according to rumor, and an interesting 
ruling on the subject may shortly be 
made. If so it will be welcomed by the 
companies. No one can even estimate 
the amount of insurance which compa- 
nies carry for nothing through binders 
which later are canceled or do not be- 
come effective for other reasons. And 
the carelessness of the present system 
of binding risks brought in by brokers 
is a by-word on the street. 

The broker or his representative 
comes into an agent’s office and is told 
how much can be carried on a risk, 
The counter man marks his figure on 
a slip which the broker. carries out. The 
agent’s record is often written in lead 
pencil, and placed on a spindle where 
it is forgotten for days. The binder’s 
limit in Greater New York is fifteen 
days. 

In the case of the Brooklyn Rapid 
Transit Line it was discovered that one 
office had agreed to be bound for $3,- 
000,000. 

Insurance companies are said to be 
the only institutions which furnish 
hundreds of thousands of dollars worth 
of service without compensation, which 
is done through the binder system, 
when the binder is canceled, or where 
later a policy is issued and is “not 
taken.” In case of loss during the pre- 
liminary period the company, of course, 
that is “bound,” must pay the claim. 

Undoubtedly reform in binder meth- 
ods is needed. 

cs * s 


Firemen’s Asso. Bring Another Suit. 

The New York Firemen’s Associa- 
tion, of which Thomas O’Connor of 
Watertown, N. Y., is counsel, and 
which is trying to make brokers re- 
port data for the collection of prem- 
iums, has induced the city of Amster- 
dam, N. Y., to bring suit against 
James I. Spraker, of Fonda, N. Y., for 
$3,000. The municipality contends 
that Spraker failed to comply with the 
State law in filing a bond to do business 
in Amsterdam. He is the agent of a 
foreign company and since 1909 it is 
alleged in the complaint he has writ- 
ten fifteen policies in Amsterdam with- 
out filing a bond or giving proper no- 
tice, in which cage he would be oblig- 
ed to pay the city 2 per cent. of the 
premiums collected by him and 10 per 
cent. of this 2 per cent. goes to the 
State Firemen’s Association. 

- 7” * 


Managers of Insurance Department. 

Management of the insurance de- 
partment of the prominent Wall street 
banking and investment firm of H. L. 
Dougherty & Company has been given 
to Marsh & McLennan. Dougherty & 
Company control nearly a hundred and 
thirty traction and electric lighting 
plants in various cities, and have other 
extensive property interests. Marsh & 
McLennan in addition to transacting a 
large brokerage business have the 
management of the insurance depart- 
ments of the United States Steel Cor- 
poration, the American Telephone and 
Telegraph Company and now of H. L. 
Dougherty & Company. 





PYRENE FOR PUBLIC SCHOOLS. 


If the recommendations of Robert 
Lecky, Jr., a member of the Richmond 
(Va.) Fire Commission be adopted, the 
public schools of the city will be equip- 
ped with Pyrene Extinguishers. All 
fire apparatus in Richmond carries the 
extinguishers, which the commissioners 
hold in high esteem. 


AN UNWARRANTED ATTACK, 





Management of Commercial Fire of 
Washington Glad to Have Court 
Review Company’s Affairs. 





So far from fearing such action the 
management of the Commercial Fire, 
of Washington, D. C., will be glad to 
have the court review the affairs of 
the corporation when considering the 
application before it for the appoint- 
ment of a receiver. 

Commenting upon the receivership 
application President R. R. Tuttle of 
the Commercial Fire said: 

“On December 31 the capital of the 
Company was $474,729.28 and the sur- 
Plus $100,497.81, since which time it 
has varied but slightly. 

“After consultation with Actuary S. 
H, Wolfe and at a meeting of the board 
of trustees it was decided that by re- 
ducing the capital and increasing the 
surplus we would have a better bal- 
anced company and would be in a bet- 
ter position to secure business; and, 
inasmuch as this same thing had been 
done by many other insurance com- 
panies, it was decided that it would 
be advisable for us to do likewise and 
as a result of this decision a letter 
was sent to all stockholders, the let- 
ter having the approval of Mr. Wolfe 
and the trustees of the Company and 
having been written under the direc- 
tion of the counsel for the Company. 

“Some of our local enemies have 
taken advantage of this letter as an 
excuse for applying for a receivership, 
alleging various untruths and a hear- 
ing is set for June the 5th, and the 
management of the Company is quite 
content that the courts shguld make 
disposition of this application. There 
has been concerted attack during the 
last thirty days on the part of certain 
individuals now no longer connected 
with the Company, which has culmin- 
ated in the above application for re- 
ceivership.” 





RATE REVISION NEEDED. 





Tariffs Upon New York State Special 
Hazards Should be Sharply 
Advanced. 





That tariffs upon special hazards 
throughout New York State and espe- 
cially in the western section are in- 
adequate, has long been the contention 
of head office men, who would be glad 
to have the State Association amend 
its schedule in this important respect. 

As illustrating the point of the man- 
agers, the plant of the Commercial] En- 
velope and Box Company’s factory at 
Binghamton, which burned a day or two 
ago with an estimated loss of 60 per 
cent., upon insurance carried of close 
to $100,000, paid a 44 cent rate on build- 
ing and 72 cents on contents. A proper 
charge, it is held, would have been 
one per cent. upon the building and one- 
and-a-half per cent. upon contents. 

The attention of State Association 
members is earnestly directed to the 
matter in question, for a boost in rates 
is ardently desired by long suffering 
company officials. 

HUNGARY’S PREMIUM INCOME, 

The annual premium income of com- 
panies doing business in Hungary last 
year was as follows: 


BN Biinde'té4< coed pera emeais £3,560,000 
DL. dcx vencneeecnesan 124,000 
Err pn eee 1,960,000 
WE Krk ndcewawcbrebed eave 458,000 





FIRE BOAT COSTS $175,000. 

The city of Providence wants to buy 
a fire boat, but when it was learned 
that to purchase and equip such a boat, 
get a dock for it, and have it properly 
manned, would cost the administration 
$175,000 the City Council tabled the 
resolution. 





BIG GLOBE & RUTGERS LINE. 

The entire line of the New River Coal 
Company of West Virginia has been 
written by the Globe & Rutgers through 
D. E. Good its Charleston agent. The 
line amounts to $1,000,000 





NATIONAL FIRE INSURANCE Co. 


OF HARTFORD, CONN, 


STATEMENT, JANUARY Ist, 1914 


LIABILITIES 
EE AS Pc ioe ee $2,000,000.00 
Reserve for Re-Insurance..................-+--+-- 8,140,336.00 
Reserve for Outstanding Losses..............---- 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
BE PE TION inns oScncccncnensesacecsntese 350,462.00 
I 63 dns ts petenceceqmiitnannescateinn sh 4,082,441.00 
I Nis ci nase tis nrinn ia cncnshabiensncn $15,485.762.00 


JAMES NICHOLS, President 


F. D. LAYTON 


H. A. SMITH, Vice-President 
Assistant Sec 
8. T. MAXWELL 


G. H. TRYON, Secretary 


Cc. S. LANGDON 
SURPLUS TO POLICYHOLDERS $6,082,441.90 








1914 


1831 








(FIRE) 


Agents Wanted in 


and Illinois 
Address HOME OFFICE - - 


THE Potomac INSURANCE ComPaANy 


OF THE DISTRICT OF COLUMBIA 


Pennsylvania, West Virginia, Ohio 


WASHINGTON, D. C 








FIRE ASSOCIATION PHILADELPHIA F 


Office: Company’s Building, 


Organized 1817 


Cash Capital $750,000 
E. C. IRWIN, President 


M, G. 
R. N. K 


407-409 Walnut St. 
Charter P 


Incorporated 1820 
Assets $9,091,141 


=. 
GARRIGUES, Bee. 


ELLY, Jr., Asst. Sec. and Treas. 


OOMPREMAN. Vice-President 





1817 








ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 


ESTABLISHED 1857 
STATEMENT JANUARY 1, 914 


PROD. sc cravrccece ebeensns ° pessenads $1,439,399.53 
Liabilities ....cccccccccce ot weeees 606000088 579,631.12 
GOINGS oc ccccccscestssn +6 veredesesses si 859,768.41 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 


J. H. LENEWAN, United States Manager 


Agents Wanted in Principal Cities and Towns 














JOHN L. DUDLEY, 


Pres. JOHN E. KING, Vice-Pres. 


GEORGE E. WOOD, Vice-Pres. 


The John L. Dudley, Jr. Co. 


84 William Street, New York City 


General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 





Western Assurance, of Canada 


GENERAL AGENTS SUBURBAN DEPARTMENT: 





HEAD SUBURBAN AGENTS: 


Atlas Assurance Co., London; Sun Underwriters, London; 


Germany; County Fire, Philadelphia 


Sterling Fire, of Indiana 


Nord-Deutsche, 














Whilden & Hancock 


95 WILLIAM ST. 
NEW YORK 





General Brokerage Business 





...All Brancnes... 





“PROMPT ATTENTION” 
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ACTIVITIES OF NATIONAL BOARD. 





Legislation, Taxation, Rate Making and 
Other Matters Reviewed by 
President Kremer. 





In his comprehensive review of the 
activities of the National Board of Fire 
Underwriters during the past year, 
President W. N. Kremer at the recently 
held annual meeting of the organiza- 
tion, commended most highly the work 
of the Committee on Laws, and urged 
that its jurisdiction be extended to “in- 
clude similar activities in every State.” 
By so doing, Mr. Kremer held, “a better 
grasp and a more intimate knowledge 
of all proper legislation can be had and 
the most beneficial results attained.” 

The recent notable decision of the 
United States Supreme Court in the 
care of the German Alliance Insurance 
Company versus Isaac Lewis, was 
touched upon, and the opinion advanced 
by President Kremer that despite the 
court’s decree the well known timidity 
of capital, especially in the fire insur- 
ance business, “ought to have a sober- 
ing effect upon all States that might 
otherwise be inclined to permit legisla- 
tion to run riot and produce conditions 
such as will make it impossible to oper- 
ate within their respective States.” 

As to Rates. 

The feeling of unrest so widespread 
in the business, President Kremer as- 
serted, had its “Alpha as well as its 
Omega in the question of rate.” Ap- 
preciating this fact careful considera- 
tion is being given the plan of classifi- 
cation outlined by E. G. Richards, 
United States manager of the North 
British & Mercantile, which involves 
“a combined classification with an ex- 
perienced grading and rating schedule 
based thereon.” 


Taxation Burden Increases. 

The ratio of taxes to premiums less 
losses for 1913, was 5.62 per cent., as 
against 4.80 per cent. levied in 1909. 

“The tendency toward a continuance 
of the burden of taxation on the busi- 
ness is still apparent. Not only do we 
fail to find any perceptible diminution 
of the practice to impose these taxes 
upon the unwarranted but inequitable 
assessment against the gross premium 
receipts, but some States resort to the 
additional requirement of exacting an 
assessment on the reinsured portion of 
gross premiums—thus levying a double 
tax on some portions of the gross pre- 
miums. This is taxation gone mad.” 


Underwriting Profits. 

It will be a revelation to those who 
fancy the fire insurance business is one 
of inordinately large profits, to learn 
that upon an income of $321,554,975 had 
by the companies of the country last 
year, the average trade profit was just 
1.37 per cent., while for the ten years, 
1904 to 1913 inclusive, the business 
ylelded a loss of .62 per cent. 

Legislation ad Libitum. 

Within the past year the Committee 
on Laws have had to consider “approxi- 
mately 675 bills affecting the business 
of fire insurance,” the legislation pro- 
posed being grouped roughly under the 
following heads: “State Rate Making— 
undisguised; State Rate Making dis- 
guised under the name of ‘Anti-discrim- 
ination,’ Anti-Compact, Anti-Brokerage, 
Anti-Underwriters Agencies, Restrictien 
of Reinsurance.” 

With the notable exception of Ken- 
tucky none of the States enacted inimi- 
cal statutes. 

Interesting reports were also present- 
ed by the standing Committees on 
Finance, Incendiarism and Arson, Sta- 
tistics and Origin of Fires, Fire Preven- 
tion, Construction of Buildings, Light- 
ing, Heating and Patents, and by the 
Special Committee on Proposed changes 
in Rules of the Arson Fund. 





QUICK WORK OF FIRE. 

A fire in Medford, Mass., caused a 
loss of $20,000 in the wood-working mill 
of H. A. Miles. The mill was burned 
to the ground fifteen minutes after the 
first alarm. 





BETTER BUILDING LAWS. 





Propaganda of National Board of Fire 
Underwriters Producing De- 
sired Results. 





Charles G. Smith, vice-president of 
the German American Insurance Com- 
pany of New York is an enthusiastic 
student of building construction and as 
the long-time chairman of the Com- 
mittee on Construction of Buildings of 
the National Board of Fire Under- 
writers’ has been a prominent factor in 
improving the building ordinances of 
different municipalities throughout the 
county, with an especial view toward 
reducing the annual fire waste. 

Within the past twelve months the 
committee has distributed over 3,000 
copies of its “Suggested Building Or- 
dinance for Small Towns and Villages,” 
and has arranged for the printing of 
2,500 copies of the larger model build- 
ing code, which latter has been com- 
pletely revised to meet the changed 
conditions that have developed in the 
building field within the nine years 
elapsed since the code was prepared. 

The Committee further reports that: 

“During the year we have added 29 
cities to our list of those revising their 
building laws. It is expected that our 
revised code will be of distinct service 
te these cities, as it will furnish them 
detailed information upon all topics 
the are likely to consider, and _ will 
point the way to safe construction. 

“Building Ordinances _in complete 
form have been received from the fol- 
lowing cities, and detailed revisions 
furnished to them:— 

Los Angeles, Cal., (Theatre Ordin- 
ance); Richmond, Ind.; Tulsa, Okla.; 
Hartford, Conn. 

“Our Consulting Engineer visited the 
latter city recently in connection with 
that work. We are glad to report that 
similar effort in reference to Indian- 
apolis has been productive of excel- 
lent results. The new code _ recently 
adopted in that city reflects very large- 
ly our efforts in the revision of the 
original draft over a year ago. Those 
interested have been generous in their 
recognition of the service we rendered.” 





COMPLAINT AT BUFFALO. 

Buffalo, N. Y., June 1st.—Unlike their 
associates at Rochester, the agents of 
this city are well pleased with the oper- 
ation of the new dwelling schedule, and 
are actively rerating ali risks in the 
city in conformity therewith. 

The chief complaint of local men is 
the absence of exchange business, a 
practice formerly freely indulged in be- 
tween offices. This marked and most 
unwelcome change in conditions is at- 
tributed to the heavy extension of line 
limits by practically all companies, who 
are enabled so to do, by virtue of treaty 
connections. 





SUPT. HASBROUCK’S SPEECH. 

Superintendent of Insurance Has- 
brouck was given an ovation at the con- 
vention of the New York agents. He 
said that fire insurance took up less 
time of the department than any other 
division. He paid a tribute to the agents 
as men who served two masters, the 
companies and the public, and served 
both well. He thought the New York 
Insurance Department was remarkably 
well organized, and he told the agents 
that the department stood ready to co- 
operate with them always. 

He said he was amazed to find that 
$57,000,000,000 of fire insurance is car- 
ried in this State. The figures were so 
stupendous they were hard to compre- 
hend. 





BOSTON’S HIGHEST BUILDING. 


Boston’s “highest building,” the new 
United States custom-house tower, will 
soon be completed so far as the granite 
exterior is concerned, although it will 
not be ready for occupancy by the cus- 
toms department till January 1, 1915. 
The structure is a veritable monument 
in proportions. It is 65 by 75 feet 
square and rises 494 feet and 6 inches 
above the street level. 





W.N.KREMBR AGAIN PRESIDENY 


HEADS THE NATIONAL BOARD. 








Members Endorse Management Policy 
of Past Year and Plan for 
Increased Activity. 





By unanimously re-electing William 
N. Kremer, president of the National 
Board of Fire Underwriters at their 
forty-eighth annual meeting in New 
York city on Thursday last, members 
of the organization attested thereby 
their complete approval of the mana- 
gerial policy pursued during the past 
year, and their determination to up- 
hold President Kremer and his associ- 
ates in the serious work outlined for 
prosecution during the succeeding 
twelve months. 

The importance of the problems now 
confronting managing underwriters, 
and a desire to gain information there- 
upon was responsble for the unusually 
large attendanee at the gathering on 
the 28th and the close interest with 
which the reports of the president and 
the various standing committees was 
followed. 

It was decided to continue upon the 
same efficient lines as has heretofore 
been followed, the inspection of muni- 
cipal fire hazards and protective facili- 
ties, while broader scope was accorded 
the important committee on laws, of 
which Vice-President F. C. Buswell, of 
the Home, is the efficient chairman. 

The report of the Actuarial Commit- 
tee, as presented by its chairman, E. G. 
Richards, was followed with unusual in- 
terest. After briefly reciting the events 
that led up to the committee’s appoint- 
ment, Mr. Richards said in part: 

“Underwriters have long entertained 
the hope that a plan might be evolved 
for a rating system based on loss ex- 
perience, and your committee has had 
this in mind throughout their delibera- 
ations. As yet we can only report 
progress which may or may not lead to 
some feasible plan for the scientific de- 
termination of experience made rates. 


“In conclusion, we are pleased to add 
that this report of progress to your Ex- 
ecutive Committee was favorably re- 
ceived and further discussion of same 
was referred to a special meeting of the 
Executive Committee called for Friday, 
June 5, 1914. Should a decision favor- 
able to those propositions be reached 
by that committee, it is proposed, as we 
understand, to call a special meeting of 
the National Board for final consider- 
ation of same.” 


In addition to the election of Mr. 
Kremer as president. other officers were 
chosen for the National Board as fol- 
lows: Vice-President, R. M. Bissell; 
treasurer, C. J. Holman; secretary, E. 
J. Haynes. Executive Committee: 
Frank Lock, F. C. Buswell, Henry E. 
Rees, John O. Platt, H. A. Smith, J. A. 
Kelsey, George B. Edwards, W. H. Stev- 
ens, J. B. Morton, J. L. Truscott. 





FIRE PREVENTION. 





National Board Engineers Study Haz- 
ards of Fifty-four Cities During 
Past Year. 





Thorough investigation into the fire 
hazard of 54 cities throughout the coun- 
try was made during the past fiscal 
year by trained engineers of the Na- 
tional Board of Fire Underwriters, and 
reports covering their finding and 
recommendations issued. 

“There have been issued also 18 bul- 
letins, describing the conditions in the 
cities reported on since the middle of 
February by an engineer assigned the 
duty of visiting the various cities with- 
in a few months after the issue of a 
full report thereon. The purpose of 
these visits is, in general, to keep in 
closer touch with local conditions than 
has been possible in the past, and to 
follow up the interest aroused by the 
original report in order to obtain the 
fullest possible advantage therefrom. 
The plan of procedure has been to dis- 
cuss with and explain to city officials, 
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civic bodies and influential citizens the 
findings of our reports, and to advocate 
especially those considered most urgent. 

“The bulletins which have been sent 
to members indicate in most cases a 
gratifying agreement with a large pro- 
portion of the recommendations of our 
reports. It will not be possible to form 
a definite opinion as to the full effecu 
of this follow-up work until sufficient 
time has elapsed to allow provisions 
for improvements to be made. Special 
efforts are made to explain the benefits 
to be derived from ordinances designed 
to reduce the fire waste, including bet- 
ter building codes, regulations for the 
storage and handling of explosives and 
inflammable substances and provisions 
for inspections by members of the fire 
department to secure cleanliness ot 
premises. The adoption of such ordi- 
nances, and of improved methods of 
organization and operation for tne 
water and fire departments, involve in 
most cases the expenditure of little 
money. A point is also made of de- 
termining the time likely to be most 
favorable for a return visit, as, for in- 
stance, during the preparation of the 
budget for the next tinancial year.” 

Upon request of the Federal Govern- 
ment engineers of the National Board 
were detailed to advise regarding the 
necessary fire protection for the Patent 
Office, Pension Office and General Land 
offices at Washington, the Secretary ot 
the Interior approving “the carrying out 
in so far as the funds at his disposal 
will permit, of practically all the recom- 
mendations made” by the insurance 
engineers. 

The standards of the National Board 
for the testing of automobile fire en- 
gines are accepted by a growing num- 
ber of manufacturers, while tests were 
conducted upon request of eleven cities 
last year, indicating their high appre- 
ciation of the ability of the underwrit- 
ing representatives. 

Representatives of the Board have 
consulted with the public officials of 
Pittsburgh, Cincinnati, McKeesport, Pa., 
Hackensack, N,. J., Richmond, Va., Ton- 
awanda, N. Y., Morristown, N. J., Fort 
Wayne and Evansville, Ind., and Woon- 
socket, R. I., regarding various phases 
of municipal fire protection, and their 
counsel has proven highly beneficial. 

It ig figured that the expense of the 
engineering department for the new 
year will be $67,500, and such sum was 
allowed by the executive committee. 





PER CAPITA LOSS $2.10. 





Property Valued at $203,763,550 Burned 
In the United States During 
1913. 

According to the statistical sharps of 
the National Board of Fire Under- 
writers property valued at $203,763,550 
went up in smoke in this country last 
year, producing thereby a per capita 
fire loss of $2.10. In 31 cities the loss 
exceeded $5.00 per capita ranging from 
$5.01 in Flint, Mich., to $40.91 in Co- 
lumbus, Ga. 

Throughout the year 40 conflagra- 
tions occurred, each resulting in dam- 
age in excess of 500,000 the whole 
producing a loss of $25,558,000. In New 
York State losses were reported for 
various cities as follows: Albany, 
$245,201; Amsterdam, $93,852; Auburn, 
$45,694; Binghamton, $335,314; Buffa- 
lo, $1,043,753; Cohoes, $385,725; El- 
mira, $322,769; Glens Falls, $73,140; 
Gloversville, $248,064; Jamestown, 
$103,168; Kingston, $25,120; Mount 
Vernon, $47,219; Newburg, $41,733; 


New Rochelle, $275,392; New York 
city, $7,476,997; Oswego, $22,361; 
Poughkeepsie, $28,295; Rochester, 


$404,090; Schenectady, $147,285; Syra- 
cuse, $448,505; Troy, $352,545; Utica, 
$93,279; Watertown, $124,430; Yonk- 
ers, $223,712. 





Control] of the Royal Casualty Com- 
pany, of Chicago, has been purchased 
by Captain Samuel Clark, recently su- 
perintendent of agencies for the cas- 
ualty department of the National Life 
of U. S. A. ‘ 
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RESOLUTIONS PASSSED 
AT THE CONVENTION 


The Continental is Thanked for Atti- 
tude Regarding the Motor Under- 
writers Appointments. 








RATE WARS ARE CALLED UNFAIR. 





Committee to Take up Improvement of 
the Present Form of Brokers’ 
Application. 





The following resolutions were passed 
by the New York State Association of 
Local Fire Insurance Agents at its an- 
nual convention: 

Resolved, That the recommendations 
of James Johnston, of Rochester, re- 
garding rates and practices be referred 
to a committee of three, which in turn 
will report its recomraendations to the 
executive committce 

Resolved, That we view with great 
satisfaction the withdrawal of the Con- 
tinental Insurance Company from a re- 
ported arrangement with the United 
States Casualty Insurance Company to 
write automobile liability and fire in- 
surance through automobile dealers ap- 
pointed agents solely for the purpose 
of writing this business. This with- 
drawal of an important company like 
the Continental will undoubtedly kill 
any further amalgamation of this 
nature. 

Resolved, That we approve the ap- 
pointment of a committee to take up 
the question of improvement of the 
present form of broker’s application 
for license. 

(Resolved, That while the laws of the 
State of New York prevent rate wars, 
we urge upon the National Associa- 
tion and other State associations the | 
importance of checking any and all in-| 
cipient efforts to secure unfair advan- | 
tage by a resort to demoralizing and 
ruinous rate wars. 

Resolved, That this Association ex- | 
tends its hearty support and approval | 
to the efforts of the commissioners of 
the different States to correct the evil | 
of Underwriters’ agencies, and urge all 
agents and local associations to give 
their mutual support and encourage-| 
ment to any and all steps that may| 
be taken to check and eventually wipe | 
out the practice, and eliminate the 
present existing so-called annexes. 

Resolved, That this convention ex-| 
press to the Honorable Frank Has-| 
brouck, Superintendent of Insurance, | 
its appreciation for his attendance at 
this convention. 

Resolved, That this convention ex- 
press to the Fire Underwriters Asso- 
ciation of Rochester, N. Y., its appre- 
ciation for the many courtesies which 
have been extended to us, in making 
this our annual convention a business 
success and an enjoyable social oc- 
casion. 


| 
| 





TWO CLAIM LOSS DRAFTS. 





Complications Follow the Adjustment | 
of Messinah Springs Hotel at | 
De Witt, N. Y. 





After a loss in the Messinah Springs 
Hotel, De Witt, N. Y., had been ad- 
justed certain creditors, without serv- 
ing any papers on the companies or the 


agents, notified them that they had 
bil's for goods purchased for which 
there was no mortgage. When the 


drafts were made out by the companies 
they made them to the parties appear- 
ing in the policies, and also to the 


other parties who claimed to have bills 
against them. 

The assured is now sueing the com- 
panies and the agents, Steinbicker & 
Haight, Syracuse, for the delivery of 


DIDN’T GO THROUGH. 





Gilmore’s Resolution to Amend the 
Standard Fire Insurance Policy 
in This State. 





Robert F. Gilmore, of Schenectady, 
introduced the following resolution at 
Rochester: 

“Resolved, That the Superintendent 
of Insurance be requested to introduce 
a bill to secure the passage of the fol- 
lowing amendment to the standard fire 
insurance policy of the State of New 
York: 

“That this policy shall not be effect- 
ive and no claim can be made nor any 
payment made hereunder unless full 
payment for the entire premium under 
this policy shall have been made to the 
agent effecting this insurance policy 
within thirty days of the commence- 
ment of this policy.” 

Edward C. Roth, E. S. Hawley, of 
Buffalo, and others believed that in 
such an important matter as an amend- 
ment to the standard fire policy snap 
action should not be taken. The reso- 
lution was referred to a committee. 





CRITICISE U. S, CASUALTY. 

Sharp criticism of the United States 
Casualty Company was made by agents 
attending the New York State Con- 
vention of Local Agents at Rochester 
last week, because of the deal between 
the United States Casualty and the 
Manufacturers and Dealers Motor Un- 
derwriters, Inc. 





OLEAN APPROVES. 

The Olean local board has written a 
letter to the New York State Associa- 
tion of Local Fire Insurance Agents ex- 
pressing its satisfaction with current 
prevailing rates. 


EXTENDED CREDIT AN EYIL 





A HARDSHIP TO LOCAL AGENTS. 





Speech of Glenn H. Johnson, of Syra- 
cuse, at the Convention in 
Rochester. 





Glen H. Johnson, of Syracuse, presi- 
dent of the New York Association, de- 
livered an interesting address, saying 
in part: 

I cannot refrain at this time from 
expressing my appreciation to the loyal 
members of this association for their 
willing efforts during the past year in 
supporting right principles and oppos- 
ing bad practices and also to those 
broad-gauge companies whose Co-0p- 
eration has contributed in no small 
degree to make this association year 
a success. Furthermore, the local 
agents should congratulate themselves 
that there is an Insurance Department 
in New York State which has been 
ready at all times to lend a listening 
ear and a helping hand to the good 
purposes of this organization. 

To those of our number who may 
at times feel that this association is 
not accomplishing much let me remind 
them of the mason who strikes blow 
after blow on the rock he wishes to 
break with seemingly little effect, 
when suddenly it breaks and his ef- 
forts are rewarded with success. At 
the last convention your president by 
resolution was empowered to name & 
committee of two members of this as- 
sociation and that committee in- 
structed to invite the Eastern Union 
and the Underwriters’ Association each 
to appoint two members to act as @ 
joint committee having as its special 
purpose the enactment of laws or the 
enforcement of laws requiring the im- 
mediate filing by all companies doing 
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business in this State certified sched- 
ules of rates. Early in the year our 
committee was organized and began 
work. Although unable to secure the 
co-operation of the other organizations 
whose assistance was asked, there 
came from the Insurance Department 
under date of February 19th a request 
to all companies that minimum annual 
and term rates adopted by these com- 
panies for private dwellings, private 
barns, etc., be filed on April 1st, 1914, 

One of the great evils of our busi- 
hess to-day is the extended credit 
which the insuring public expects of 
the agent which not only increases 
the cost of production of business 
but when considered with decreasing 
premiums and the inevitable reduction 
of rates to which the assured is enti- 
tled on account of better construction 
and the maintenance of insurable prop- 
erty, places upon the carrying agent 
an unjustifiable burden. Our attention 
has been called to one State which 
has by legislation remedied this by 
making the premium named in the 
policy cash. Agents cannot extend nor 
can the assured accept credit, as to do 
so is a violation of the State law and 
punishable by fine. 

Our present brokers’ license law is 
a step in advance of former conditions, 
but the fast increasing number of brok- 
ers whose only qualification is the abil- 
ity to answer certain questions satis- 
factorily and the possession of the 
ten-dollar license fee would seem to 
indicate that the insuring public should 
have a more certain protection against 
the applicant who does not intend “to 
hold himself out and carry on business 
in good faith as an insurance broker.” 

Furthermore, as the years go on, I 
am more and more of the opinion that 
some effort ought to be made in the di- 
rection of a well-defined agency quali- ’ 
fication law in this State—a law which 
would place all fire insurance compa- 
nies, as to the appointment of agents, 


|on an equal basis and direct them to 


the better qualified men in this line of 
business. This demand for better 
agents comes not only from bigger 
but 


A Period of Rapid Changes. 
Our business is passing through a 
period of important changes, a period 
of reorganization where the scene is 
shifted almost as quickly as the mov- 
ing picture. We familiarize ourselves 
with a rule or practice to-day and to- 


| morrow we are confronted with a new 


and changed proposition. And through 
these changing conditions there de- 
velops the urgent need of a larger or- 
ganization and a more close relation- 
ship between the agents of our State 
and when I refer to agents I mean the 
agent not only of the city, but also of 
the small town, for he has a far greater 
influenee than he is usually aware of. 
Don’t wait until you think you are go- 
ing to actually need the State Associ- 
ation for the protection of your busi- 
ness before you begin to take in active 
interest in its affairs. When You go 
home from this convention start talk- 
ing the benefits of a larger organiza- 
tion and of better co-operation. With 
a larger membership we can accom- 
plish more for the local agent. The 
lawyer, the optician and shoe dealer 
have organizations for the benefit of 
their business and surely we as local 
agents need an organization. Let us 
be fair with our companies in the dis- 
charge of the responsibilities to which 
we are commissioned, let us be fair to 
ourselves in developing a still greater 
organization and thereby assist our 
brother agent in affording him the ben- 
efits of organization. Not only for the 
actual protection of your interests is 
this association necessary, but it has 
for its purpose the raising of the 
standard of our profession so high that 
the business of the local agent shall 
recommend itself to those who shall 


(Continued on page 20.) 
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JAMES JOHNSTON'S 
FOUR HOUR SPEECH 


Rules of Underwriters’ Association of 
New York State Attacked by 
Rochester Agent. 








LEGISLATIVE THREAT IS MADE, 





Correspondence ‘of Insurance Depart- 
ment Regarding Dwelling Schedule 
is Read at Convention. 





A speech on fire insurance rates that 
took four hours to deliver and that was 
heard in two sections was made by 
James Johnston, of Rochester, at the 
local agents meeting on Friday. Mr. 
Johnston came to the meeting armed 
with the rule and rate books of the 
Underwriters’ Association of New York 
State; with clauses, forms, letters from 
the Insurance Department and other 
data. 

He is convinced that the local agent of 
the past is going to be reduced to level 
ofaclerk. He has seen Rochester’s pre- 
mium income stand still while the num- 
ber of companies and agents has large- 
ly increased; he has seen the brokers 
make an inroad into Rochester; he has 
seen the annexes break into the city; 
he has seen the Underwriters’ Asso- 
ciation promulgate a new schedule of 
rates which he thinks is unfair and 
arbitrary; and he came to the conven- 
tion determined to make the other 
agents see thiugs as he does, 

A Picture of James Johnston. 

To understand the man and his propa- 
ganda it should be stated that Mr. 
Johnston is the clear-visioned, old 
fashioned type of agent, who has lived 
and thought insurance all of his life. 
He is a bachelor and a fighter. He is 
that effective, quiet sort of a talker, 
who when interrupted answers the 
heckler and then goes back to the 
point in his speech where it was broken 
off. To complete the sketch it should 
be stated that he is an unusually suc- 
cessful agent; and that until recently 
Rochester board conditions were not- 
ably harmonious. 

Mr. Johnston began his speech by 
asserting that in the opinion of the 
Rochester agents the new schedule of 
dwelling rates promulgated by the Un- 
derwriters’ Association of New York 
State was unfair to both property 
owners and agents, and he wanted the 
local agents present to know that the 
Rochester agents were not selfish on 
this opinion, but that they felt that 
their opposition was to the best inter- 
ests of all. He said that he wou!d prove 
that the new bcok of rules of the Un- 
derwriters’ Association of New York 
State was full of inconsistencies, was 
hastily prepared, was unfair. He 
thought that half of the rules were ob- 
jectionable and divided this group 
into rules that are important and rules 
that are not. He dealt for some time 
on gasoline stoves, gasoline permits, 
exclusion privileges, etc. This particu- 
lar part of Mr. Johnston’s speech re- 
ceived a divided reception, the small 
town, Rochester and Syracuse agents 
being particulariy interested; while the 
Buffalo agents thought the subject 
should have been referred to a com- 
mittee, because of the tremendous 
amount of detailed discussion. . 

In the afternoon, however, when Mr. 
Johnston resumed his speech he 
dropped discussion of the rules and be- 
gan reciting the grievances of Roches- 
ter agents against the State board 
which led them to go over the heads 
of the board direct to the Insurance 
Department. 

Mr. Johnston in pointing out the re- 
lations between the companies, the 


agents and the property owners de- 
clared that five principles should 
govern: 1. The cempanies must have 


the privilege of passing final judg- 














SOME PROMINENT FIGURES AT THE CONVENTION. 


Top Picture: 


the National Association of Insurance Agents. 


Henry H, Putnam, Secretary; and C. F. Hildreth, President of 


Becttom Picture: Right to 


Left:. President G. T. Amsden, of New York State Association of Local 


Fire Insurance Agents; 
secretary-treasurer. 


Glenn H, Johnson, former president; C. C. McNitt, 





ment upon all rates and rules. 2. 
Nearly all the companies are willing 
to give maximum services, if adequate- 
ly compensated. 3. Nearly all com- 
panies are willing to be thoroughly 
loyal to agents. 4. It is to the ad- 
vantage of agents, companies and prop- 
erty owners to have the smallest num- 
ber of rules consistent with safety and 
right conduct of business. 5. The un- 
mistakable tendency of the companies 
is to treat property owners with in- 
creasing liberality. 

The New Dwelling Schedule Appears. 

Suddenly. the Underwriters Associa- 
tion of New York State promulgateu 
a new schedule and issued new rules 
(last February) which withdrew many 
of the privileges the pubic had been 
granted by the insurance companies. 
The agents were not taken into consul- 
tation and could get no satisfaction 
from the State association, which Mr. 
Johnston compared to an autocratic 
monarch who could do no wrong and 
whose word was law. Letters of com- 
plaint to the association received little 
consideration and sometimes remained 
unanswered for weeks. When the 
Rochester agents found that no satis- 
factory explanations could be obtained 
“from Syracuse,” home of the State 
board, they decided to go to the Insur- 
ance Department, submit the new rules 
and ask the Superintendent if the State 
considered them in violation of the anti- 
discrimination act. 

The Interview With Emmet, 

The agents went to Albany, W. T. 
Emmet, then Superintendent, gave 
them a cordial greeting. They told him 
their story, presenting rules and mak- 


ing criticism of them. Mr. Emmet 
said he would give them an opinion 
later. Mr. Johnston then read a letter 
that Samuel Deutschberger, manager of 
the Department’s rating bureau, wrote 
to Mr. Emmet aiter studying the State 
association’s rulings. 

The letter, one of the most remark- 
able ever written by a State insurance 
department official, took up each rule 
of which compleint was made and told 
what he thought of it. 

Mr. Johnston summed up 
Deutschberger’s letter by saying: 

“Rochester people can see in this 
letter almost un unqualified criticism 
of the ‘Brown Book’ of rules of the 
State board, and an endorsement of the 
position taken to give the property 
owners the privileges heretcfore ac- 
corded them.” 

While the agents were in Albany Mr. 
Emmet said: 

“I cannot understand why the State 
association does not confer with 
you and with property owners and get 
tcgether on a set of rules and rates 
that will keep complaints from pi‘ing 
into this office.” 


Sharp Letter to State Board. 

Mr. Johnston then read another letter 
from the Insurance Department, this 
one being written to the Underwriters’ 
Association of New York State. it 
started out by saying that the Depart- 
ment was receiving many complaints 
of new rates. There was a current 


Mr. 


belief that the Department had passed 
upon the new rates in some way, en- 
dorsing them; 2nd that the State asso- 
ciation had been obliged to promulgate 


the new rates. The Department de- 
clared emphatically that it had no part 
in the preparation of these rates, or 
their promulgation. The superintend- 
ent then told- of receiving visits from 
Albany, Schenectady, Troy, and other 
agents with complaints, and he en- 
closed a copy of resolutions passed by 
the executive committee of the agents’ 


association. Continuing the Superin- 
tendent said: 
“Upon the merits of the agent's 


claim I am in no position to give an 
opinion, but of the fact that a condition 
of acute disatisfaction exists there can 
be no doubt.” 

The Superintendent then cited the 
reasons why the agents considered the 
new rates unscientific, as the snap 
judgment of a few men and the experi- 
ence of a few companies; that the ex- 
perience of the local agents could have 
been but was not taken into account, 
and he concluded as follows: 


“Unless I am mistaken it seems to 
me altogether likely that if the agents’ 
request for a conference is not grantea 
that some steps will be taken to get 
further legislation regarding fire insur- 
ance rate-making.” 

A reply by telegram was requested. 
Secretary Potter replied to the effect 
that the association could not with- 
craw the new rates at this time. 


More Agents; Premiums Go Down. 


After reading the correspondence 
Mr. Johnston tcok up the annex ques- 
tion. He told how the Rochester board 
had adopted a dual agency rule 25 
years ago; how the rule had been ex- 
tended to underwriters three years ago; 
and how the Security of New Haven 
finally appointel four agents in Roches- 
ter; but still got rating cabinets from 
Syracuse. He said that Rochester had 
been comparatively free of brokers, but 
they were now capturing lines in the 
city. Continuing he said that Rochester 
premium incom2 has not increased in 
five years, although there are fifteen 
more agencies. He wound up with a 
plea that the State agents’ association 
be prepared to go to the legislature 
for relief in January next unless the 
agents throughout the State got con- 
sideration from the companies and the 
State rating organization. 

A committee, consisting of Mr. Johns 
ton, Charles A, Porth, of Albany; and 
J. S. Kernan, of Utica, was appointed 
to consider the recommendations made 
by Mr. Johnston and make its report 
to the executive committee, which will 
meet this month. 





HOW CONTROVERSY STARTED. 





Position of Underwriters Association 
of New York State in Rating 
Schedule Question. 


It is learned that the whole contro- 
versy between local agents and the 
Underwriters Association of New 
York State over rates had its inception 
in the failure of all the separate rating 
unities to comply with their agree- 
ment to put out the dwelling schedule 
adopted by the joint conference of the 
Eastern Union and the various. bu- 
reaus, which agreement a!l the bureaus 
witnessed and approved. 

As a result of this failure to carry 
out the agreement the state associa- 
tion, which put out the schedule in 
good faith, calling upon the other bodies 
to do the same, has been placed in an 
embarrassing situation by the conces- 
sions that have been made to the Buf- 
fa'o Board and agents, concessions that 
the Underwriters Association of New 
York State are not able to make to 
Rochester and other large cities in its 
jurisdiction, without violating its agree- 
ment with the conference committee 
and instructions from the Eastern 
Union. 
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FRED Y. BRUNS ON BROKERS 


STATE REGULATION DISCUSSED, 








Syracuse Agent Cites Correspondence 
With Superintendent Hasbrouck 
of New York Department, 





Frederick V. Bruns, of Syracuse, read 
a paper on “Agents and Brokers’ Laws 
and Qualifications” at the annual meet- 
ing of the New York State Association 
of Local Fire Insurance Agents. He 
said in part: 

An insurance agent in a community 
should, by his esrnest effort, prove him- 
self a constructive force, a gentleman 
in word and deed and an exponent of 
highest business practices. In every 
community in this State there are men 
who do not conform to these ideals 
and it is with great joy that the leaders 
in the agency field welcome the law 
which goes into effect in this State 
July ist, which gives to the Superin- 
tendent of Insurance the power to re- 
voke an agent’s certificate of authority 
—‘If, after due investigation and a 
hearing either before himself or before 
any salaried employe of the Insurance 
Department designated by him, whose 
report he may adopt, he determines 
that the holder of such certificate, or 
the applicant therefore as the case 
may be, has violated any provision of 
this chapter or has been guilty of fraud- 
ulent practices.” 

Quotes Insurance Department. 

In addition to the revocation of a 
liceuse there is a further penalty of 
$500 to be forfeited to the people of 
the State. This is known as an amend- 
ment to Section 142 of Chapter 33 of 
the Laws of 1909. Over the signature 
of the Superintendent of Insurance of 
the State of New York, the Hon. Frank 
Hasbrouck, I have this statement. 
“Shouid you at any time have your at- 
tention called to a case wheres an in- 
surance agent cr a broker has been 
guilty of fraudulent practices or the 
violation of an insurance law, and it 
is possible to secure sufficient evidence 
on which to base a revocation of his 
certificate of authority, we shouid be 
glad to have you present the facts for 
our consideration.” He says further: 
“This statute, (Section 143 of the In- 
surance Law) as you well know, pro- 
vides for the licensing of persons who 
are trustworthy and competent to trans- 
act the insurance brokerage business 
in such a manner as to safeguard the 
interests of the assured and confers 
power upon the Department to revoke 
cetificates issued thereunder for viola- 
tions of the insurance law, for material 
mis-statements in applications filed for 
such certificates, for fradulent prac- 
tices or for incompetency or’ untrust- 
worthiness.” 

“The statute seems to have a whole- 
some effect upon brokers in general 
and we have, by reason of its enact- 
ment, been able to compel unqualified 
and improper persons to retire from 
the insurance brokerage business.” 

You ail will agree with me that at 
the present time it is the height of 
folly to appeal te our legislators for 
any more laws regulating business, in- 
surance agents or insurance companies. 

Too Much Politics. 

Let us all joia in a heartfelt petition 
and pray that politicians may cease 
their clamoring, that interstate com- 
merce commissions may retire to eter- 
nal rest and that business and business 
men may be permitted, for a few years 
at least, to digest the unsavory mass 
of laws and ordinances by which we 
are now submerged. 

In going over many of the laws of 
various States having to do with the 
qualification »f insurance agents and 
brokers the fact was revealed that New 
York State has generally a satisfactory 
system of licensing as compared with 
the methods of Wisconsin, New Jersey 


and Massachusetts. I would present 
for your consideration, however, a de- 
tail in connection with the New Jersey 
law which strikes me as being worthy 
of serious thought in this State. This 
law says, in Section 2, Chapter 18 of 
the Laws of 1912—“The Commissioner 
shall assign a number to each fire in- 
surance broker licensed to do business 
in this State and on every policy of 
fire insurance effected by said broker 
there shall be stamped or written by 
him on the outside of the policy in such 
manner as to be plainly visible the 
following: : 

“This policy effected through ...... 
(name of broker), a licensed New Jer- 
sey broker, numbered ...... (license 
number of broker), ...... (name and 
location of broker).” 

I do not know how effective this 
little detail is but it strikes me as be- 
ing of vital importance in associating 
the contract of insurance with the in- 
dividual who is responsible for its is- 
suance and surely this is something 
to be valued. 

Suggestion for New York State. 

This suggestion occurs to me, that it 
might be a valuable thing if New York 
State were to require a statement such 
as the following to be affixed upon all 
policies of fire insurance issued on 
property in this State. 

“This policy effected through ...... 
(name of broker), a licensed New York 
broker, numbered ...... (license num- 
ber of broker), ..... -, (mame and loca- 
tion of broker or agent) and the pre- 
mium and commission thereon is pay- 
able only to such broker or agent.” 

The destiny of the men who are 
legitimately in the business of fire in- 
surance in the State of New York rests 
absolutely with these men, themselves, 
and it is only through their deep con- 
vietion that ability, specialization and 
a strong love of truth, energy and a 
great capacity to absorb knowledge 
that we all will perpetuate ourselves 
and demonstrate to the people that 
our work is a constructive work and 
that our place in the community is in- 
dispensable. 


WANTS ANNEX ELIMINATED. 








Views of C. C. McNitt, Secretary of the 
New York Local Fire Agents’ 
Association. 





In his annual report, C. C. McNitt, 
of Norwich, N. Y., gave the following 
views regarding annexes: 

“Among the other problems which 
confront us we find the ever present 
underwriters’ annex and the qualifica- 
tions of agents. With the city boards 
who have stroag organizations, the ap- 
pointment of law clerks, real-estate 
men, barbers and boot blacks may not 
be as serious a proposition as we find 
it in towns of less population, where 
the local board does not exist, or is in- 
active. Many places of from 2,090 to 
10,000 inhabitants have one agent to 
every 400 or 500 persons. Thereby the 
income of all agents is reduced to a 
point which forces them to take up 
some other line of business. 

“A company official has given as an 
excuse for the underwriter’s agency, 
this: ‘The consuming power of the 
company has grown so that it is more 
than equal to the producing power of 
the agents.’ 

“The millions of dollars sent across 
the water by some of the larger com- 
panies, to the reinsuring companies of 
Europe, for which liberal commissions 
are received, may be one reason why 
the consuming power of the companies 
has outdistanced the producing power 
of the agent. I believe that the day 
has come when we should follow up 
our resolutions with concerted action. 
Let us, as a convention, take time to 
consider, and to plan some means to 
secure for ourselves an agency quailifi- 
cation law—and then eliminate the an- 
nex.” 


MAKE REPORTS ON LOCALITIES 


IN NEWBURGH. 





GRAVEL ROOFS 





Oswego Agents Considering the Charg- 
ing of an Endorsement Fee 
of 25 Cents. 





An interesting feature of the conven- 
tion was the reports made on localities. 
W. H. Hecox, of Binghamton, who was 
to have reported on that section, could 
not be present. Charles A. Porth, who 
was to have made a report on Albany, 
also was not at the convention. 

Utica Conditions. 

J. S. Kernan, in speaking of Utica 
conditions, said the agents there had 
no fault to find with the new rates. 
Where increases went into effect the 
property owners did not _ protest. 
Agents are going to specifically rate 
two, three and four-story apartment 
houses. As far as the rules of the 
State board are concerned the Utica 
agents had the same complaint as the 
Rochester agents. 

Newburgh’s Gravel Roofs. 

S. C. Goodrich, of Newburgh, said the 
principal exception that the agents in 
his city took to the new rates were 
the short notice they had as business 
had been written up for February when 
the new rates were received. At first 
the rates were not accepted. Later, 
they were with the proviso that gravel 
roofs were to be called standard. 

Mr. Goodrich explained the construc- 
tion of the gravel roofs in hig city. 
First tar paper is used; then there is a 
heavy coat of tar, on top of which are 
pebbles. These roofs, Mr. Goodrich 
said, “will stand up in any kind of a 
fire.’ He thought that ultimately gravel 
roofs will be considered standard. In 
that case 60 or 70 per cent. of the dwell- 
ings in and around Newburgh will be- 
come standard, 

In Poughkeepsie the new rates were 
for a time opposed, and then accepted. 
In Kingston the rates were accepted at 
once because there was a material re- 
duction. In Newburgh the rates have 
been increased. Mr. Goodrich ex- 
plained the difficulties agents have there 
because of their proximity to the Sub- 
urban Insurance Exchange. The Sub- 
urgan Exchange will be asked to accept 
the rates. 

Advocates Endorsement Fee. 

Mr. Wiltse, of Oswego, said the situ- 
ation in his city was serious. Rates 
are so low that there is no profit in 
writing the small premium business. 
He said agents were thinking of col- 
lecting policy fees and some were ad- 
vocating charging an endorsement fee 
of twenty-five cents. 





NO POLICY BUT SUES. 





Syracuse Grocer Meditating Whether 
to Give Insurance to Milton North- 
rop When Building Burns. 





Milton Northrop, of Syracuse, is the 
defendant in an _ interesting action 
brought by a Syracuse grocer who 
asked him for a rate on his building. 
There was a garage exposure ana 
Northrop looked up the rate and com- 
municated it. While the grocer was 
trying to make up his mind whether 
to insure or not the building burned. 
This was several months after the in- 
terview with the agent. Later, No1- 
throp, was sued, the grocer alleging 
that the agent had told him he would 
issue a policy. 

Naturally, the Syracuse agents are 
watching the progress of this case with 
considerable interest. If any one can 
tell an agent he is thinking of taking 
out insurance, and asks about the rates 
and then forgets all about the incident 
until his property burns it will add new 
terrors to the life of local representa- 
tives. 


NEW KIND OF BALL GAME. 





Agents Play at Irondequoit Bay 
Grounds With Indoor Ball 
and Club. 





The ball game preceding the beet- 
steak dinner at the Newport House, 
Irondequoit Bay, was one of the most 
enjoyable episodes at the convention. 
An indoor ball was used to play on the 
diamond near the hotel, George Nelson 
and Robert W. Ellis: were the stars. 
Nelson knocked so many home runs 
that he finally retired from the game 
from loss of wind in galloping around 
the bases. Ellis was also a Ty Cobb 
with the stick. 

Robert Gilmore introduced a new 
Tango step on the coach lines which 
would have appealed to Flo Ziegfeld 
even if not to John J. McGraw. Prob- 
ably thirty fielders participated in the 
game. 

The beefsteak dinner was attended 
by more than a hundred. 





RATE TALK AT N. Y. 
AGENTS’ CONVENTION 


(Continued from page 1). 

than a hundred in attendance—Buffa- 
lo, Rochester, Syracuse and Niagara 
Falls sending in the largest delega- 
tions. The absence of Albany agents 
was not regarded by the convention as 
significant. The total membership of 
the association is between 500 and 600. 

The principal address delivered 
“New Schedules and Rules of New 
York State,” is summarized in another 
column. It can be stated that the 
sentiments expressed seemed to meet 
with the favor of the leading agents 
present with the possible exception of 
Buffalo. 


The New Administration. 


G. T. Amsden, of Rochester, who 
was elected president of the New York 
State Association of Local Fire Insur- 
ance agents and other members of the 
administration are in sympathy with 
the keynote of the convention last 
week: The agent is the representa- 
tive of the property owner and must 
get a square deal. Mr. Amsden is the 
third generation of Amsdens in the 
local business. It was his grandfather 
who established the business and his 
father who continued it. G. T. went 
to Andover and when he _ return- 
ed to Rochester he joined the agency 
and later became its head. C. C. Mc- 
Nitt, who was re-elected secretary and 
treasurer, and lives in Norwich, has 
given the association splendid service. 
Other officers elected follow: 

Vice-Presidents— 1st, Charles W. 
Cool, Glens Falls; 2nd, Fred. G. Horton, 
Owego; 3rd, Edward C. Roth, Buffa- 
lo; 4th, S. C. Goodrich, Newburgh; 5th, 
Edward S. Hawley, Buffalo; 6th, Fred. 
V. Bruns, Syracuse. For members of 
Executive Committee—J. S. Kernan, 
Utica, N. Y.; Robert S. Paviour, 
Rochester, N. Y.; Robert F. Gilmore, 
Schenectady, N. Y.; Charles A. Porth, 
Albany, N. Y.; William H. Hecox, 
Binghampton, N. Y.; Glen H. Johnson, 
Syracuse, N. Y.; Wm. H. Murray, Hor- 
nell, N. Y.; C. A. Cole, Niagara Falls, 
3 o W. P. Blackman, New Rochelle, 





MOST INTERESTING CONVENTION. 

A man who has attended many con- 
ventions in the past and who was at 
Rochester last week said he thought 
the New York convention was the most 
interesting that he ever sat through of 
all the agents’ meetings. 





FIRE PREVENTION PLEDGE. 
Roland B. Woodward, secretary of 
the Rochester Chamber of Commerce, 
in talking to local agents at the con- 
vention pledged the activities of the 
Chamber of Commerce to do everything 
possible to aid fire prevention. 
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THE AGENTS’ QUESTION BOX 


ANSWERS MADE TO 





INQUIRIES. 





How Much Should Local Agency Sell 
For?—Who Should Advertise 
in the “Bulletin”? 





An interesting feature of the con- 
yention of the New York agents last 
week was @ question box. Each agent 
wrote his query on a card and handed 
it to the chairman. The questions and 
answers follow: 

Q. Why do we permit the advertis- 
ing in the “Agents Bulletin” of com- 
panies which operate underwriters’ 
agencies, and also, large brokerage 
concerns? 

Answer made by H. H. Putnam, sec- 
retary of the National Association of 
Local Agents: We have never solicited 
such advertisements. We have only 
one ad. of an underwriters’ agency. 
There is no relation between our news 
and our advertising columns. If they 
want to come into our advertising col- 
umns while we are attacking them in 
our news columns that is their look- 
out. And what shall we do about it? 
Take them by the nap of the neck and 
throw them out? I think that this 
would be unwise. 

Q. What should be the purchase 
price of a local fire insurance agency? 

[Answer to the foregoing and the 
succeeding questions are by E. S. Haw- 
ley, of Buffalo.] 

A. What the business will produce 
in commissions during a year’s period. 

Q. Is it advisable for an agent in 
soliciting business to make statements 
which would lead the assured to be- 
lieve that in case of loss the adjust- 
ment would be made directly by him 
through his office? 

A. In a general way it is unsafe to 
make any statement that is not in 
accordance witn the facts. 

Q. What proportion of agents in 
this State belong to the State Asso- 
ciation of Local Agents? 

A. There are 2,000 regular agents 
in the suburban and metropolitan dis- 
tricts of this State; and they have never 
been closely identified with this asso- 
ciation. We regret this very much, but 
we hope and believe that the time is 
coming when they will be interested. 
A large percentage of the premium 


‘yolume in this State is paid to com- 


panies by agents who are members of 
this association. 

Q. Can an agent guarantee that his 
losses, if any, will not be adjusted by 
the General Adjustment Bureau? 

A. He cannot make any guarantee 
that is not fully understood between 
himself and the company interested. 

Q. What is the proper treatment to 
give a New York city broker when he 
is found North of the Harlem Hiver? 

A. First take his scalp; then get his 
goat. 

Q. Can the executive committee have 
meetings month'y between October and 
May? 

A. Executive committee should meet 
at least once in two months. 

Q. Is it good practice to pay the 
companies on the 5th of the next month 
for policies issued this month? 

A. No, not in a general way, but it 
depends entirely upon what the com- 
panies require of the agents in relation 
to payments. 

Q. Can a policy fee be charged by 
an agency in addition to the premium 
paid? 

A. It is generally considered almost 
an absolute custom. 

Q. If an agent has a risk, and an- 
other agent, taking charge of the insur- 
ance for the owner, insists upon a com- 
mission, can a yearly policy be canceled 
after running two months without 
charging the short rates, and, if can- 
celed at short rates can the agent insist 
upon commissiun on short rate basis 
from the agent writing the policy? 

A. A policy cannot be canceled by 


Murphy’s Epigrams 


The following stories and epigrams 
are from a speech made at Rochester 
by John A. Murphy, of Buffalo: 

I hope that some day those company 
managers who are so strong for loyalty 
will come to the same state of mind 
as did a certain Scotchman, who always 
thought well of a certain brand of 
Scotch whisky, and who, after a cold, 
wet day on the moors, returned home 
tired and wet and complained to his 
wife that he was not feeling well: “I 
dinna feel at‘all weel to-nicht, Jeanie,” 
said he, “I think I will gang to bed, but 
I am certain that a wee drop of whisky 
would make me sleep finely—guid wife, 
put the bottle on the table nigh the bed, 
and if I don’t want to take it, make me 
take it.” 

Company officers are only human and 
they are made or unmade by their 
board of directors. 

The insurance agency business is not 
subject to the protection of the require- 
ment of capital for a profit, as the in- 
vestment in agencies is too often 
created over night, and, by created, I 
mean literally made out of nothing. 

We are neither a business nor a pro- 
fession, the laws denying us a business 
standing, in that insurance has been 
declared not a commodity, whereas 
business is the making of and dealing 
in commodities. 

Our laws afford a protection to al- 
most every class of human industry, 
but the business of the insurance 
agent. 

The only duty that a man owes to 
his fellow man is the corner stone of 
co-operation. 





STAND BY AGENT’S WIDOW. 





Rochester Locals and Company Spe- 
cials Pay Remarkable Tribute to 
Late Edward: Engelhardt. 





Rochester, N. Y., June 1.—A gratify- 
ing human side of the fire insurance 
business developed here, following the 
death last week of Edward Engelhardt, 
a veteran local agent, who has been 
secretary of the local board for a num- 
ber of years, and who was fifty-seven 
years old. 

The local board held a meeting and 
unanimously passed a resolution agree- 
ing to refrain from soliciting or accept- 
ing any of the Engelhardt business, 
and appointed a committee of five to 
help the widow and sons adjust the 
business and carry it on. 

The companies, too, lent a hand, 
pledging themselves to stay. Desira- 
ble lines will be brokered with the 
agency. 

Naturally, Mr. Englehardt was a 
splendid example of insurance agent, 
to make such a tribute to his memory 
possible. Pneumonia was the cause of 
death. 





IMPROVEMENTS AT SYRACUSE. 

Assurance has been given the under- 
writers by the public officials of Syra- 
cuse, N. Y., that within a short time 
two new fire stations would be built, 
and that additional fire apparatus had 
been contracted for. 

On the other hand the city superin- 
tendent of buildings declared that his 
inspection force had been reduced; 
several of his rulings had not been sup- 
ported by higher officials and that the 
results being obtained were on the 
whole very unsatisfactory. 
the owner or some one representing 
the owner save at short rates, and the 
agent or broker controlling the risk is 
entitled to his commission on the 
earned premium. 

Q. What is a local agent and why? 

A. A local agent was once a gentle- 
man. He is a local agent to win bread 
and butter. 


ANNEXES ON THE DEFENSIVE 


SO SAY HILDRETH AND PUTNAM. 








Entire Change of Attitude of Companies 
According to National Association 
Officials. 





C. F. Hildreth, president, and Henry 
H. Putnam, secretary of the National 
Association of Local Insurance Agents, 
attended the convention in Rochester 
of the New York State Association of 
Local Fire Insurance Agents. Both of 
them talked on conditions of the busi- 
ness. Probably the most important 
statement they made was that the com- 
panies operating annexes are now on 
the defensive for the first time, and 
they cite the hearings before the Insur- 


ance Commissioners where companies 
have either appeared in person to ad- 
vocate underwriters agencies or have 
filed briefs. 

Continual pounding away at the an- 
nexes by State agents’ associations is 
given as the reason for the change of 
front. 


Calls Annexes “Excrescences.” 


Mr. Hildreth in referring to the an- 
nexes said: 

“The agitation not only among the 
agents, but in the legislatures and with 
the insurance commissioners is keep- 
ing the managers of these insurance 
excrescences constantly on the defen- 
sive, and this, together with the atti- 
tude of many local boards, will, I be- 
lieve, do much to curtail the spread of 
these agencies, if indeed their existence 
is not wholly terminated, which I hope 
may be the case.” 


Mr. Hildreth referred at some length 
to rate wars and said the time was 
coming when agents would retaliate all 
the way along the line against the ac- 
tion of a company which coolly starts 
a rate war in one locality. In talking 
about rate legislation Mr. Hildreth 
said: 

“We used to think of this sort of 
semi-populistic legislation as a thing 
peculiar to the Western and Southern 
States, fondly believing that the older 
and wealthier sections were immune 
from troubles of this nature. But re- 
cent events in my own State of Illinois, 
in Ohio and New York afford us every 
reason to feel that the thing is likely 
to become epidemic through many sec- 
tions of the country. The Supreme 
Court has taken off the lid, and legis- 
latures like those of Kansas, Kentucky 
and Missouri, and Insurance Commis- 
sioners and Attorney Generals like 
Revelle, Barker and Laffoon are very 
likely to have their imitators in sec- 
tions that are considered more conser- 


vative than are the homes of these 
men.” 
Cause of Prejudice Hard to Determine. 
Mr. Hildreth could not analyze the 
reason for the prejudice against insur- 
ance interests, but he felt sure that 
education along insurance lines would - 
have a cheering effect. 





THOSE WHO ATTENDED. 





Many Prominent Agents in Delegation 
to the Rochester Convention 
of Last Week. 





The following is a list of the ‘agents 
who attended the convention last week 
of the State Association of Local 
Agents: 

Buffalo: E. S. Hawley, John A. 
Murphy, Edward C. Roth, D. F. Chur- 
chill, E. B. Eggert, John F. Finck, Wil- 
liam W. Frye, Joseph G. Glauber, John 
L. Tiernon, E. H. Wilhelm. 

Rochester: G. T. Amsden, Percy B., 
C. P. and J. H. Dutton, Charles V. Case, 
James Johnson, Robert S. Paviour, 
Howard, F. S. and S. G. Dana, Henry 
S. Forbes, A. J. Hollister, B. P. Mills, 
C. J. Curtin, J. M. Curtin, J. C. Clements, 
R. O. De Mallie, John D. Hotchkin, 
George W. Johnson, George W. Kondolf, 
J. Kavanagh, E. C. Lowengarth, Harold 
McCook, Thomas H. McKenna, E. N. 
Sparlin, M. E. Stevenson, L. A. Schlitzer, 
L. Walton Smith, Harry J. McKay, W. 
W. Malley, C. F. Miller, B. P. Mills, E. 
L. Nye, L. H. Whitbeck, L. W. Wilson, 
C. T. Rau, H. P. Riebling. 

Syracuse: Glenn H. Johnson, Fred 
V. Bruns, Warren E. Day, Robert W. 
Ellis, E. A. Beach, S. G. Smith, K. V. 
Vandeveer, Milton H. Northrup, Buffalo. 

Niagara Falls: Max Oppenheim, D. 
W. Campbell, C. A. Cole, A. BEB. 
Dutcher, Richard Franchot, D. F. Bent- 
ley; Albion: W. R. Babcock, Robert 
Dunshee, William G. Taylor; Bingham- 
ton: R. G. Wadsworth, F. W. Whipple, 
George R. Nelson, J. H. Nelson; Can- 
andaigua: E. R. Church, Augustus 
Sackett; Brockport: Fred V. Caswell, 
George P. Herman. 

Batavia: E. L. Dean; Dunkirk: W. 
W. Heppell; Fairport: A. W. Palmer, 
George A. Slocum; Fulton: A. B. 
Mason; Geneva: S. J. Sweeney; Glens 
Falls: Charles W. Cool; Hornell: W. 
H. Murray; Ithaca: J. Warren Georgia; 
Lockport: F. A. Ringenbersg, Ben D. 
Wright, W. C. Shapleigh; Malene: L. 
M. and Heyward Irving; North Tona- 
wanda: Stanley Rand; Olean: W. L. 
Pelton; Rome: E. L. Bouton, C. E. 
Rudd; Sayville: A. C. Edwards Schen- 
ectady: Robert F. Gilmour; Spencer- 
port: Chauncey Brainard; Norwich: C. 
C. McNitt; Newburgh: S. C. Goodrich, 
L. W. Pellett; Oswego: E. F. Wiltse, 
Charles P. Wright, William H. Quigley, 
Pittsford: C. H. True; Watkins; E 
C. Cooper; Wolcott; William J. Clapper; 
Watertown; E. G. Mosher; Le Roy: J 
B. Gillett. 
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New York Agents Convention 











Convention Personals 











Charles W. Cool, of Glens Falis, lent 
weight to the convention in more ways 
than one, He was the first mayor of 
Giens Falls, is interested in numerous 
enterprises, and is the kind of “small 
town agent” whose prestige makes the 
little boys in a town want to bs: in- 
surance men when they grow up. 

* * * 





C. F. Hildreth, president National As- 
sociation, is a jovial, story-telling agent, 
who can crowd as much good sense 
in a five minute speech as most men 
can in an hour. He has the power to 
swing an audience, and should take 
advantage of it by speaking louder, as 
the committee-room voice should be 
thrown aside for something more spec- 
tacular in addressing a large body of 
men, 

* * * 

Robert W. Ellis, of Syracuse, repre- 
sents the Home, of New York, for fire; 
the Royal Indemnity and the Travelers. 
His father, who makes his home in 
Camillus, eight miles from Syracuse, 
has represented the Continental for 
three decades; and, also, has the L. & 
L. & G., Hanover, Royal, Connecticut, 
Niagara and Home Underwriters. R. 
W. Ellis for a number of years worked 
for the Standard Oil Company. One 
day he was transferred to New York. 
He took one look at the many septua- 
genarian clerks working at No. 26 
Broadway and decided that there was 
no future with such a corporation, and 
resigned. j 

. * * 

The hospitality of the Rochester 
agents won enthusiastic encomiums, 
and included a beefsteak dinner and 
a lunch, Jduge Hasbrouck, Superin- 
tendent of Insurance, being the guest 
of the latter. 

* * * 

George Nelson, of Binghamton, N. Y., 
’ is a double of President Wilson. 

° . * 7 

One reason why the New York State 
Association is so active is because of 
the large percentage of bright young 
men in the membership, particularly 
from Syracuse. One of the Syracuse 
delegation, Fred V. Bruns, is that rarity 
among agents, « good musician and a 
clever critic. For years he wrote for 
a New York niusical publication, and 
also for a time conducted a column in 
a Syracuse paper. Friends kept him 
from jumping into the lake at the beef- 
steak dinner when the “orchestra” 
played those twin dirges: “Hail, Hail, 
the Gang’s all Here” and “We’re Here 
Because We're Here.’ These mournful 
songs had the same effect upon Bruns 
that a performance of “Parsifal” would 
have on the “Gang’s all Here” singers. 





ANOTHER SCHOOL FIRE. 

In Oxford, Mass., the Oxford High 
School, which was erected in 1907 at 
a cost of $30,000, was destroyed by fire 
which was discovered in the basement 
near the front entrance and only the 
four bare walls are left standing. The 
origin of the fire is a mystery, and 
Robert E. Molt of the State police 
came from Worcester to start an in- 
vestigation. Incendiarism is suspect- 
ed. The total loss is estimated at 
$25,000 and it is thought that about 
$15,000 of it is covered by insurance. 


As the committee to prepare a pro- 
gram for the forthcoming annual con- 
vention of the National Association of 
Local Fire Insurance Agents, President 
Hildreth, recently named the follow- 
ing: James H. Southgate, Durham, N. 
C. (chairman); J. K. Livingston; De- 
troit, Mich.; G. M. Seay, Dallas, Texas; 
Clarence §. Pellet, Chicago; E. M. 


Gegenheimer, Minneapolis, Minn. 


TO VOTE ON STATE INSURANCE. 





Interesting Amendments to Wisconsin 
Constitution Come Up at the 
Fall Election. 





In Wisconsin the two following con- 
stitutional amendments will appear on 
the ballot to be voted upon at the com- 
ing fall election, relating to the ques- 
tion of the State embarking in the 
business of insurance. 

Article VIII, Sec. 11. The State may 
grant annuities and insurance upon 
such risks and in such manner as may 
be prescribed by law, and the limita- 
tions and restrictions provided in the 
constitution shall not apply to this sub- 
ject; but provision shall be made for 
an annual account of all liabilities as- 
sumed and for the separation and safe- 
guarding of all money and property 
held by the State on account of any 
such insurance. 

Article VIII, Sec. 13. The State may 
grant insurance upon such risks and in 
such manner as may be prescribed by 
law and the limitations or restrictions 
provided in the constitution shall not 
apply to this subject; but the provisions 
shall be made for annual accounting for 
all liabilities assumed, and for the 
separation and safeguarding of all funds 
and property held by the State on ac- 
count of any such insurance. 

Reasons for Voting “No” on Above 
Proposed Amendments. 

1. There has been no public demand 
for the State to embark in the business 
of insurance. 

2. The proposition is wrong in prin- 
ciple. If the State can embark in the 
business of insurance, it can with equal 
facility enter upon the business of bank- 
ing, the buying and selling of mer- 
chandise, and the creation of public 
markets in every city and village in the 
State. 

3. If the amendments are passed it 
will mean the creation of another Com- 
mission or Board, together with the 
employment of hundreds of State em- 
ployes at the expense of the State, 
thereby again increasing the general 
taxes of the people. 

4. The business of insurance is specu- 
lative. Large conflagrations occurring 
in the large cities of the State, such as 
occurred in San Francisco, Chicago or 
Baltimore would bankrupt the funds of 
the State. The two proposed amend- 
ments seek to wipe out all present con- 
stitutional restrictions; hence the lia- 
bility of the State would be complete 
and the general fund is’ therefore 
menaced by constant impairment. 

5. The State of Wisconsin now re- 
ceives from the insurance companies 
$997,281.59 in taxes annually. This 
tremendous sum would be lost to the 
public were the State to enter the busi- 
ness of insurance. (See Page 176, In- 
surance Report of year 1913.) 

6. With the acknowledged failure of 
the old system of assessing values for 
taxation purposes what can property 
owners expect when State employes 
will place values for insurance purposes 
as well as the question of adjusting the 
matter of rates to be charged? 

7. The scheme of State insurance is 
visionary and is the work of ambitious 
politicians to maintain them perma- 
nently in office and provide positions 
at the expense of the State for hundreds 
of party workers. 

8. Collection of moneys from Nation- 
al, State and municipal governments, 
because of “red tape” requirements, is 
difficult and prolonged as experience 
has shown; certainly the public want 
prompt payments in case of losses 
which they now secure from private 
companies and which is the only way 
to ensure cash returns whenever a dis- 
aster occurs. 

* Voters must see that they should vote 
“no” on both amendments.—Agency 
Bulletin. 


PICTURE STUDIO FIRE REPORT 


N. Y. BOARD ON EDISON LOSS. 








inflammable Moving-Picture Property 
Should Be In Detached Buildings— 
Comment on Sprinklers. 





The New York Board of Fire Under- 
writers has made an interesting report 
on the fire which burned the T. A. 
Edison moving picture studio at Nos. 
2826 Decatur avenue and 381 Oliver 
Place, Bronx, New York city. 

The studios consist of a group of one, 
two and three story buildings, mainly 
of reinforced concrete, but partly of 
open joisted and frame construction, 
all inter-communicating: through con- 
crete walls by unprotected openings of 
wood doors. The portion of the prem- 
ises involved in the fire is a high one- 
story and basement studio, with galler- 
fes at West end and against North 
wall. The assured regarded that fire 
as of electrical origin. 

Damage to building would amount to 
possibly 20 per cent. of its former 
value. Loss of property, scenery, elec- 
tric lights, wiring and other applli- 
ances used for the production of mov- 
ing pictures other than cameras or film 
would approach 60 per cent. of former 
value. 

Origin of the Fire. 

Prior to the fire, the plant had been 
running day and night, light by night 
being by batteries of Aristo arc lights 
arranged with a single lamp on a cir- 
cuit in series with a resistance lo- 
cated in switchboard room; each lamp 
circuit fused and controlled at switch- 
board. Night work terminated about 
4 A. M., and a watchman was on duty 
from that time on, claims he made 
rounds, but there is no watch clock or 
records. After night work some of the 
actors slept on the premises, some- 
times in the basement, although there 
fs no evidence that any were in the 
basement on the night of the fire. As- 
sured regard the fire as of electrical 
origin, claim watchman discovered the 
rheostat of one of the arc lights red 
hot and p'ayed standpipe hose on it, 
subsequently noticing fire in basement. 
The electrician states that when he left 
the premises, all arc lights were out and 
the switchboard room locked, in which 
case there would be no current through 
the rheostats. Wiring in the basement 
consists only of the main cable to the 
switchboard and wires for incandescent 
lights for basement, all in iron conduit; 
there is no evidence that fire originated 
from these wires. There was very 
Mttle fire in the basement under the 
switchboard. The fire apparently origti- 
pated among the property and scenery 
in the basement, and was discovered 
soon after its start by the watchman. 
He seems to have spent considerable 
time fighting the fire with the stand- 
pipe hose before another employe 
turned in the alarm. 

Conclusion. 

The conclusions of the board are as 
follows: 

Large quantities of inflammable 
property, scenery, etc., should be 
stored in detached buildings or fire- 
proof store rooms, cut off by fire 
walls and fire doors. Effective work 
in fire fighting prevented the spread 
of fire from the section of the build- 
ing in which it started. It should 
have been cut off, however, by fire 
walls and fire doorg from the bal- 
ance of the building. 

Systems of automatic sprinklers 
with supply only by city steamer 
connection are but moderately ef- 
fective because there is no water 
{in them at the start of the fire. 
In the present case the basement 
equipment if provided with an auto- 
matic water suppiy would probably 
have extinguished the fire or held 
it to a small area. 








CRITICISES RATES. 





Brooklyn Eagle Says Brokers anq 
Agents Are Complaining—Appeal 
to Compensation Commission. 





The Brooklyn “Eagle” says in an is. 
sue this week: 

Discrimination against Brooklyn 
and Queens in the existing liability 
and casualty rates is charged by 
local brokers and agents, and it is 
presumed that the new State rates, 
which the Insurance Department is 
shortly to announce for the new 
State compensation law, will con- 
tinue this discrimination. Loca] 
brokers and agents are now plan- 
ning to take the matter up with the 
new State Compensation Bureau 
just as soon as the new rates are 
announced, in an endeavor to have 
rates in the more sparsely settled 
districts of Brooklyn and Queens 
equalized with upstate rates. 

Upstate rates, which apply to all 
the large cities outside of Greater 
New York, are from four to five 
times smaller, on the average, than 
rates quoted for Greater New York, 
These lower rates apply to business 
in Buffalo and Rochester, for in- 
stance, where congestion of traffic 
compares, in density, with any of 
the busy corners in Brooklyn and 
far exceeds the congestion in 
Queens. Yet rates for Brooklyn and 
Queens are based upon experience 
in Manhattan, where population 
and traffic are the densest in the 
State. 

Thus rates covering risks incur- 
red in masonry work on top of a 
Manhattan skyscraper are identical 
with the rates that apply to a one- 
story building in Canarsie, and 
rates covering teams. threading 
through the narrow and congested 
streets of Manhattan are identical 
with those that apply to teams that 
never get beyond the open spaces 
in Queens. And liability companies 
are debarred from writing policies 
at a lower rate in Queens, even on 
a restricted area basis. 





LIVES HERE—HURT IN JERSEY. 





Sugar Plant Workmen Denied Damages 
Under Law Which Has Been 
Superseded. 





An unusual case which upholds the 
validity of the New Jersey employer's 
liability law was decided by a jury in 
the Court of Common Pleas, New York 

Robert Wasilewski, a resident of New 
York, sued to recover damages from 
the Warner Sugar Refining Company 
because of an injury to his arm in the 
company’s plant in Edgewater, N. J. 
The suit was begun under the pro- 
visions of a New Jersey law of 1909 
“to extend and regulate the liability 
of employers in certain cases.” His 
counsel held that the New Jersey em- 
ployers’ liability act of 1911, under 
which he was not entitled to damages, 
was invalid because a similar law 
passed in New York was declared void 
in New York. This was the second 
trial of the case. At the first trial the 
jury disagreed, but this week a verdict 
was found for the defendant company 
on the ground that the 1909 statute 
had been superseded by the employers’ 
liability law. 





EXTENDED CREDIT AN 

EVIL, SAYS JOHNSON. 

(Continued from page 16.) 

follow us. In the great strife for pre- 
miums the ageat who at the end of the 
Tace finds the candle of fair practices 
still burning should be and we believe 
will be the one who shall have not 
only the lasting commendation of his 
associates, but shall have a conscien- 
tiousness that he has pursued the right 
course. 





A series of admirable suggestions, 
the observance of which will largely 
reduce the number of accidents  suf- 
fered by workers in industrial plants, 
has been issued by the Travelers In- 
surance Company of Hartford. 
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“H. R. WOODWARD MONTH.” 





Personal Accident Department Agents 
of Fidelity & Casualty to Honor 
Popular Vice-President. 





To show in substantial form their 
loyalty and peculiar affection for 
Headley R. Woodward, vice-president of 
the Fidelity and Casualty Company, 
whose birthday occurs this month, 
agents in the personal accident and 
health department of the Company 
have designated June as the “H. R. 
Woodward month,” and will make a 
special drive to secure business within 
the next thirty days. 

Mr. Woodwaré has long been head 
of the accident and health branch of 
the Fidelity and Casualty, and has al- 
ways been considerate of the field men, 
working with them in season and out, 
to the end that the Company is well 
among the leaders in the accident and 
health fields. 

As this is the first time in the his- 
tory of the company that any period 
has been designated to honor any of 
its executors, the opportunity of the 
agency force to attest their apprecia- 
tion of Vice-President Woodward wili 
be taken full advantage of and it’s a 
safe prediction that when June 30th is 
reached, the aggregate of the personal 
accident business written by the Fidel- 
ity and Casualty will prove one of the 
surprises in the casualty insurance 
World. 

As the Managers and General Agents 
Association of the Fidelity and Cas- 
ualty Company of New York which em- 
braces practically all the general 
agents and resident managers of the 
Company and of which Edward Grif- 
fith of New York, is president, is be- 
hind the new movement its large suc- 
cess is guaranteed. 





NEW NATIONAL LIFE CONTRACT. 


The National Life of the U. S. A. has 
issued a new contract in response to a 
Tecommendation for a conditionless 
dollar-a-month disability policy. Re- 
duced indemnities offset the absence of 
any new conditions. 


$3,000,000 BOND. 

The National Surety Company has 
filed a $3,000,000 bond on Frank M. 
Tichenor and M. Joseph McCloskey, as 
temporary administrators of the estate 
of Henry T. Cutter, New York. Six 
other surety companies joined with the 
National ag co-surety on the bond. 











SET ASIDE A CASUALTY DAY 


TO BE A MINNEAPOLIS FEATURE. 








National Association Officials Say That 
80 Per Cent. of Agents Sell 
Casualty. 





At the convention of the New York 
State Association of Local Fire Insur- 
ance Agents in Rochester last week 
Secretary Putnam, of the National asso- 
ciation, announced that the casualty in- 
terests of the association had grown to 
such an extent that there would be an 
entire day reserved for casualty mat- 
ters at the annual convention of the 
National association in Minneapolis this 
summer. 

Mr. Putnam declared that 80 per cent. 
of the fire insurance agents also sold 
casualty insurance. 

A programme of unusual interest to 
casualty men is being arranged for the 
National association’s casualty day. 





MARYLAND 1913 FIGURES. 


Premiums and losses of companies 
writing more than $15,000 in premiums 
last year in Maryland follow: 


Maryland Companies. 


Company Premiums Losses 
Received Paid 
Amer. Bond. ..... $21,079 $18,743 
ff eae 203,181 117,921 
BO ere 221,974 54,709 
U.S. F. & G. .... 334,020 142,198 
Domestic Companies. 
ee 16,160 3,846 
Amer. Fid. Co. .... $24,386 $5,953 
Amer. Cred. Ind. .. 15,566 10,755 
Amer. Surety 15,543 10,080 
Continental ....... 18,281 4,588 
Bquitable ......... 18,075 13,606 
ch Sere 97,301 45,925 
Pe ME osiencs vies 18,659 4,522 
eer errr 27,268 8,975 
Great Eastern 24,084 8,014 
££ aa 18,805 1,196 
Te 26,434 8,332 
Fe eee 21,145 
New England ..... 17,640 15,785 
Preferred ........ 24,740 25,691 
ere 41,388 17,650 
bie en ee eee 69,139 23,875 
te I ewe ecas 18,492 9,837 
v.68. @ A. .... SiGe 7,566 
Foreign Companies. 
Employers’ ....... $60,987 $26,683 
re 43,140 16,857 
BM avanenaeceae 22,831 11,154 
WES Naxsaxeentte 51,280 17,770 





DANGERS OF THE TANGO. 

In discussing the accidents that have 
followed in the wake of the dancing 
craze the Travelers Insurance Company 
says: 

“The new dancing is proving another 
contributor io accidental injuries. 
There have been several cases of 
broken legs and arms, of sprained 
ankles and wrists. On April 18 the 
Travelers paid $175 under elective ben- 
efits and operation fee to a member 
of a brokerage firm in New York, who 
while dancing at home tripped back- 
ward and fell, breaking his wrist.” 





HOW ABOUT RATES? 

Superintendent Hasbrouck, of the 
New York Insurance Department, face- 
tiously remarked at Syracuse last 
week that he thought he was attending 
a fire insurance convention, but that 
nearly every agent he talked to asked 
him when the new compensation rates 
would be issued. 





TEACHERS’ INSURANCE. 
A plan of insurance for school 


teachers has been submitted in Syra- 
cuse, N. Y. Teachers will pay $10 a 
year. The benefit is $10 a week for 
sickness and $250 


in case of death. 





EDWIN WARFIELD, President 


FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 
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FIGHT A POLITICAL ONE? 





Antagonism of Vermont’s Governor 
to American Fidelity Reputed 
Based on Such Grounds. 





(Montpelier, Vt., June 2.—(Special to 
Eastern Underwriter.)—Friends of the 
American Fidelity of this city attribute 
the present antagonism of Governor 
Allan Fletcher toward the Company to 
politics, and insist that the organiza- 
tion is thoroughly solvent and in 
every way entitled to the patronage it 
seeks, particularly in its home state. 

In the campaign of 1912 Mr. Fletcher 
was opposed in the gubernatorial fight 
by Joseph A. De Boer, president of the 
National Life of Vermont, to whom the 
city of Montpelier and the county of 
Washington gave a large majority, and 
it was only in the Legislature that Mr. 
Fletcher received the votes necessary 
to elect him. 


The former president of the Ameri- 
can Fidelity, James Brock, was State 
Chairman of the Republican party and 
a delegate to the Chicago convention 
that nominated Mr. Taft, and it was 
the influence of leading Republicans 
who were also stockholders in the 
American Fidelity, that carried the 
home county for Mr. DeBoer. Since 
that time Governor Fletcher is re- 
ported to have steadfastly opposed the 
Vermont Company, and when its bond 
of. $100,000 was offered by State 
Treasurer elect Edward H. Deavitt, 
sought to have a substitution, but final- 
ly approved it. 

At the time the bond was issued the 
American’s retention of the line was 
but $25,000; reinsurance of the excess 
being had in the International Fidelity, 
Southern Surety, Southwestern Surety 
and the New England Casualty. 

At the time of the reorganization of 
the American Fidelity, Governor 
Fletcher averred that the special act 
under which it was chartered gave it 
no authority to reduce its capital, but 
that it must liquidate. The Attorney- 
General, however, ruled against him, 
holding that the course pursued by the 
corporation was strictly legal. 

The Governor’s allegation that the 
American Fidelity is insolvent is vigor- 
ously denied by its officers, who state 
that while it is paying out large sums 
of money in settlement of liability 
claims, a class of business no longer 
written, it is yet steadily increasing its 
business along other and more desir- 
able lines, and is in a thoroughly satis- 
factory condition, its net surplus hav- 
ing increased within the past three 
months. 

Insurance Commissioner Deavitt ad- 
vises that on April 30, 1914, the Ameri- 


can Fidelity had assets of “nearly 
$1,200,000 and a surplus to policy 
holders of more than $450,000, which 
means that after setting aside sufficient 
to meet all liabilities of every kind 
there remains an unimpaired capital of 


$380,750 and funds in addition of 
$93,184.” 
GEORGIA CASUALTY COMPANY. 





Insurance Department Warmly Com- 
mends “Intelligence and Proficien- 
cy” of Management. 





Strong endorsement of the mana- 
gerial policy and practice of the Georgia 
Casualty Company, of Macon, was 
given by the home State Insurance De- 
partment a short time ago after the 
completion of a searching examination 
into the Company’s affairs. 

The assets of the Georgia Casualty 
as of March 31, 1914, were found to be 
$913,951, with a policyholders surplus 
of $593,968; the premium reserve being 
$174,027. Including surplus and reserve 
the protection to policyholders aggre- 
gates $862,921. 

When the Georgia Casualty was or- 
ganized it wrote life insurance in addi- 
tion to casualty business. Its manage- 
ment desiring to concentrate upon the 
latter branch the life risks were rein- 
sured some months ago, the Company 
now issuing personal accident and 
health, plate glass, burglary, liability 
automobile, property damage and work- 
men’s compensation policies only. 

Besides certifying to the financial 
soundness of the Georgia Casualty the 
examiners spoke appreciatively of its 
agency corps, the home office facilities 
for handling business, and the under- 
writing methods employed, declaring 
the latter, “safe, conservative and 
practical.” 





MUST FURNISH BONDS. 


The crusade of the Board of Trade, 
aided by the New Jersey Association 
for the Suppression of Vice and Im- 
posture, against two Newark enterprises 
known as “store order” systems, has 
accomplished its purpose according to 
a letter received by Adolphus H. Cor- 
win, general secretary of the associa- 
tion, from Deputy Commissioner 
Thomas K. Johnston of the State De 
partment of banking and insurance. 

In his letter, the deputy commis- 
sioner tells Mr. Corwin he has notified 
the concerns that they come under the 
provisions of the Egan act, which 
necessitates their furnishing a bond to 
continue further in business. The act 
also restricts the interest charges upon 
loans or other advances of money. 
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ADOPT COMPENSATION POLICY 


INTERESTS AGREED 





NEW YORK 





While Not Obliged to Do So Stock 
Companies Will Likely Issue 
New Contract. 





In all likelihood the form of work- 
men’s compensation policy as finally 
agreed upon at a joint conference of 
state officials, insurance company exe- 
cutives and brokers, held in this city 
on Monday will be generally adopted 
by the various organizations privileged 
te write workmens compensation in- 
surance in New York, when the new 
law becomes operative July 1. Minor 
changes may be agreed upon in the 
contract during the next three weeks, 
but it’s a safe assumption that the 
policy will stand substantially as ap- 
proved on the ist inst. 

The policy clearly sets forth the 
compensation guaranteed; the lia- 
bility assumed; service to be render- 
ed; number and character of employes 
carried, and method of computing the 
premium. 

The assured in turn is required to 
make certain declarations as to the 
nature of his business, number of men 
employed and the estimated annual 
payroll. 





RULES AGAINST EMPLOYER. 





Interesting Workmen’s Compensation 
Decision in Rhode Island—in- 
volves Proper Notice. 





Every manufacturer and employer 
of labor in Rhode Island is interested 
in a case just decided by Judge Brown 
in the Superior Court at Providence. 
An action for $15,000 damages was 
brought by Francesco Lupo against 
Charles N. Richardson. Lupo lest the 
fingers on his left hand while working 
on a planing machine in Richardson’s 
factory. 

The testimony was that Mr. Rich- 
ardson has accepted the provision of 
the Workmen’s Compensation act by 
filing a statement of his acceptance of 
the act with the Commissioner of In- 
dustrial Statistics and afterward ap- 
plied to the Commissioner for notices 
to post in his works; that the Commis- 
sioner had referred him to various in- 
surance companies for copies of the no- 
tices and that in accordance with that 
suggestion he had secured the form of 
notice commonly in use by the insur- 
ance companies and by employers of 
labor generally throughout the State 
and had conspicuously and continuous. 
ly posted them throughout his works. 
He, therefore, claimed the protection 
of the Workmens Compensation Act. 

On defendant’s motion for a_ direc- 
tion of the verdict in favor of the de- 
fendant Judge Brown ruled that the de- 
fendant, Richardson, had not complied 
with the provisions of the Workmen’s 
Compensation Act in that his posted 
copies were not in the exact language 
of his statement filed with the Commis- 
sioner. 

In his charge, Judge Brown held that 
the fact that Lupo was at work in the 
factory of Mr. Richardson at the time 
of his injuries, on the invitation of a 
foreman of Mr. Richardson, entitled 
him to the same protection under the 
law as though he had been expressly 
hired by Mr. Richardson. 

The jury brought in a verdict of $750 
for Lupo. 





HEATING BOILER RISKS. 





Globe Indemnity Pushing for This Busl- 
ness—Boiler Premiums Increasing 
in Volume. 





The Globe Indemnity Company is 
making a special drive for heating boil- 
er risks. This branch of the business 
has not been cultivated by brokers 
as much as should be the case as it 
{is a type of insurance easy to write 
and necessary. Orrin C. Lawrence, 
superintendent of the boiler insurance 


department of the Globe, estimates 
age there are 12,000 boilers insured 

in Greater New York. Many of these 
are heating boilers. Companies are 
having no trouble in maintaining rates 
in this field. For heating boilers the 
rates are $30.50 for $5,000, three years; 
$41 for $10,000, three years. 

The companies writing boiler busi- 
ness showed an increase in business, 
during 1913, with two exceptions, in 
their boiler departments. 





NO CONNECTICUT MUTUALS. 





Commissioner Mansfield’s Report—Fil- 
ing of Security by Employers Under 
Compensation Act. 





In his annual report on casualty in- 
surance Commissioner Mansfield, of 
Connecticut, calls attention to the fact 
that while there has been some talk 
about the formation of mutual associ- 
ations under the Workmen’s Compensa- 
t‘on Act of Connecticut, none has been 
fornfed. 

In regard to the section of the law 
providing for the filing of security 
guaranteeing the performance of the 
obligations of the Act by the employer, 
Commissioner Mansfield said: 

It having been very properly 
ruled by the Attorney General that 
the Commissioner to whom satis- 
factory proof of the solvency and 
financial ability of the employer 
was to be furnished was the Com- 
pensation Commissioner, and not 
the Insurance Commissioner (the 
Act seems clearly to determine 
this), almost the first question 
which presented itself to me was 
the form in which the security 
guaranteeing the performance of 
the obligation of the Act by the 
employer would be accepted. I 
ruled that two forms would be ac- 
cepted: First, by depositing with 
me actual securities of sufficient 
value to cover the compensation 
which the Act provides, or a satis- 
factory surety bond furnished by 
a surety company admitted to do 
business in this State. Fourteen 
employers, having estimated annu- 
al pay rolls amounting to $9,500,- 
000 and employing 16,000 employes, 
have up to the present time taken 
advantage of this provision; two, 
by lodging actual securities with 
me, and twelve by filing ample 
surety bonds. The elements which 
enter into the determination of the 
amount of the security or of the 
bond, as the case may be, vary of 
course, according to circumstances, 
but in general include the nature of 
the occupation, the number of em- 
ployes, the weekly wage, the char- 
acter of the plant, whether amply 
protected or not, and the age and 
sex of the employes. 





SEEKS COURT RULING. 

Challenging the opinion of its State 
Insurance Commissioner W. W. Col- 
lier that its proposed form of automo- 
bile liability policy was altogether too 
restrictive, the General Bonding and 
Insurance Company of Dallas, Texas, 
has appealed to the courts. 

The relator endeavored to have the 
insurance commissioner approve a 
policy which provided. that in case of 
loss service could be had only on an 
“agent authorized to receive the same,” 
and also that notice of claim must be 
made within five days after the acci- 
dent. The Insurance Department and. 
the Attorney General refused to ap- 
prove the policy on the ground that the 
first provision was too restrictive and 
that service could be had on any agent 
of the company, and that the law gives 
ninety days within which to file notice 
of suit or of accident. The company 
disagreed with both instructions and 
asked the court to construe the law in 
that connection. 


ITS 1914 GOAL. 
Nothing less than $4,500,000 in net 
premiums for 1914 will satisfy the 





management of the Massachusetts 
Bonding and Insurance Company of 
Boston. 





OUT FOR A RECORD. 


Industrial Department of General Ac- 
cident Designates June “Wood 
Month,” 








Special attention is being given by 
the General Accident Corporation to 
the development of its industrial busi- 
ness, and the results attained are 
most satisfactory. 

In honor of Le Roy Wood, manager 
of the Department the industrial staff 
has designated June “Wood Month,” 
and intend that the period shall be a 
record breaker in the amount of busi- 
ness secured. 

At an enthusiastic meeting of the 
Metropolitan Agency held last Friday 
evening about fifty men, under T. W. 
Leonard, pledged him, and Assistant 
United States Manager Walter L. 
Schnaring, who made it a point to be 
present and speak to the men, one 
thousand applications for the month. 
They expect to be the leading agency, 
although they have a dangerous rival 
in the Pittsburgh district, under J. C. 
Murray who always crowds the thous- 
and mark in such contests. The Indus- 
trial staff of the General comprises 
over six hundred agents, and on occa- 
sions of this kind, never fails to demon- 
strate to the Company, their loyalty 
and superior qualities in a highly sat- 
isfactory manner by producing the 
business, and to themselves by reap- 
ing big returns as the result of hard 
and continuous work. 

“Service” is the keynote in all 
branches of the General Accident, and | 
the prompt and liberal settlement of 
claims play a prominent part in ex- 
tending the premium income 
Company. 





AGAINST STATE INSURANCE. 





Newspapers Throughout Country Print | 


Editorial Comments in the Eccles 
Mining Disaster. 





Many newspapers throughout the 
country are running editorials against 
State insurance, based on the mining 
disaster at Eccles, W. Va. The Stan- 


of the | 





dard, of Fishkill, N. Y., concludes an 
editorial saying: 

The coal company of Eccles car. 
ried liability insurance with one of 
the prominent underwriting cor. 
porations until last October, when 
they cancelled their contract ang 
sought protection under the West 
Virginia compensation fund. Had 
the risk been carried by the stock 
casualty companies the bazard 
would have been taken care of by 
the medium of a reinsurance pool, 
and there would have been no 
question as to the responsibility ot 
the underwriters. The disaster re. 
calls the Washington powder mill 
explosion of three years ago, which 
cost the fund of that State $30,009, 
As but little cash was on hang the 

’ State was compelled to raise the 
loss by assessment. 





DICTIONARIES AS PRIZES. 
The Commonwealth Casualty Com- 
pany of Philadelphia has given a num- 
ber of dictionaries as prizes to twenty- 
five agents, leading all others in num- 
ber of policies issued for several 
months. 


MOTOR AGENT RESOLUTION. 

In the section of this paper devoted 
to the proceedings of the New York 
State Association of Local Fire Insur. 
ance Agents will be found a resolution 
passed in reference to the Manufactur. 
ers’ and Dealers’ Motor Underwriters, 
Inc., of New York. 





The Employers’ Liability 
- Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
‘EIABILITY, STEAM BOILER, ACCIDENT 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 
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See 


Collision’ sh = a 
Steam-Boiler tes Wheel nae 


The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 


Surplus over all Liabilities. 
Losses paid to December 31, 1913 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 


i B Accident, Health and Disability Insuranc 3. Burglary, iggone, 
pe Fg ey ry eg ne 
and, Property Demeage), Automobile "“Pegenad Injury, ¢ tee 


$11,063,356.70 
8,055, 163.65 
1,000,000.00 
2,008, 193.05 
44,841,703.50 


ublic, Teams 
Damage and 
’, Elevator, Workmen’s Compensation— 








Prudential Sasualty Su. 


HOME OFFICE 
INDIANAPOLIS 








Strictly a Casualty Company 











LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 

GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 

AND INDUSTRIAL ACCIDENT AND HEALTH - - - - BURGLARY 
PLATE GLASS 
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The General Accident 


Factory calls the attention of gen- 
Plan of eral agents to ‘the ad- 
Insurance vantages to be derived 


from the use of the fac- 
tory plan of insuring employes. The 
Company has several forms, viz: Com- 
pulsory, optional and individual. in 
discussing the advantages of factory 
plan the General Accident says in its 
“General’s Monthly Review”: 

The co-operation and good-will of 
employers is the basic principle of 
the Factory Plan of insurance. It 
will be readily seen that the per- 
mission of the employer or manage- 
ment to solicit employes during 
working hours, renders it much 
easier to induce the workmen to 
sign the application, than through 
the agent’s unaided solicitation 
during noon hours, or at such 
times aS he could see them else- 
where. The permission of an em- 
ployer to solicit his employes is a 
great step toward success, and is 
called a Franchise. 

The granting of a franchise by 
the employer to solicit the men 
during working hours, places the 
approval of .the employer upon the 
proposition which the agent has to 
offer, which in itself has great 
weight with the employes, and, 
furthermore, immediately puts the 
agent in touch with all employes 
of the plant, an advantage which 
could be secured in no other way. 
If only a few names are secured 
on the first canvass, the solicitor 
can go back from time to time and 
increasa the list. This is always the 
case, and especially easy if we 
have had occasion to pay a claim 
in the meantime. We have at the 
present time agents who have built 
up large monthly incomes on this 
class of business alone. 

. . s 


When one considers 

The Risk in the complicated mesh 

Personal of features which make 

Sureties practically every judi- 

cial bond a distinct 
proposition—a risk to be assumed only 
after painstaking study and precau- 
tionary measures by experts and spe- 
cialtists—it is incomprehensibie that so 
many of these bonds should be signed 
by. personal sureties, says the “Co- 
ordinator,” published by the Massachu- 
setts Bonding and Insurance Company. 
Continuing the Co-ordinator says: 

In spite of the care used by 
Surety companies on this class of 
risk, the loss ratios are high, and 
yet every day individuals personal- 
ly obligate themselves by signing 
without any insight into the risks 
involved and without any attempt 

. at counter-protectien or precaution, 
bonds which no Surety company 
would write without Joint Control, 
Collateral or other necessary re- 
quirements. These individuals ob- 
ligate themselves by liability ex- 
tending over long periods of years 
and fail to realize that the iiability 
may materialize through many pos- 
sible, and even likely, occurrences 
or circumstances not related to the 
direct honesty of the friends for 
whom they sign. 

Take an administrator or guar- 
dian under personal bond, with no 
requirements as to Joint Control 
or periodical accountings. He is 
an honest man, to all intents and 
purposes, but the period of his ac- 
countancy is long. Suppose he is 
hard-pressed for money. He would 
not consider for a moment a viola- 
tion of his charge, but it is easy to 
salve his conscience by convincing 
himself that he is only “borrowing” 
from the funds entrusted to him. 
Such “borrowing” is seldom fol- 
lowed by restitution, for repayment 
is too easily postponed, and further 
‘borrowing” often follows, with the 


Special Talks With Local Agents 





result that a final accounting shows 
a shortage. 

"And this ig only one common in- 
stance. It is the duty of Surety 
company agents to study the Per- 
sonal Bond situation in their terri- 
tories, make the hazards known, 
and secure for Corporate Surety- 
ship its due recognition. 

Do your duty to the public, your- 
self and your Company in this re- 
spect. 











The Massachusetts Acci- 

Written dent Company calls atten- 

Notice tion to the fact that under 

In 20 Days the new standard provisions 

it is provided that in case 

the insured receives an accidental in- 

jury he shall give written notice with- 

in twenty days from date of injury and 

in case of sickness, written notice must 

be given within ten days from date of 
disability. 

“Policyholders rightly expect tne 
Company to carry out its part of the 
contract and they in turn should un- 
derstand that they are expected to ful- 
fill their part of the agreement,” says 
the Company. “It is important that 
the Company should have prompt notice 
that a claim is to be presented in order 
that it may have the opportunity to 
make an investigation during the 
period of disability. Agents will con- 
fer a favor both upon the Company 
and the insured, by impressing the 
latter with the necessity of complying 
with the terms of the policy in regard 
to notice.” 





TEN DEPUTY COMMISSIONERS. 





Several Labor Leaders Among Those 
Charged With Administrating 
State Compensation Fund. 





To aid in the administration of the 
State Workmens Compensation Com- 
mission ten deputy commissioners have 
been named at $4,000 annually apiece. 


Chief of the number is former Assem- 
blyman Cyrus W. Phillips of Roches- 
ter, who introduced into the Legisla- 
ture several years ago the compensa- 
tion measure, later declared by the 
courts to be unconstitutional because 
of certain technical features. Mr. Phil- 
Mps is recognized as an advanced stu- 
dent of compensation problems and is 
unusually well posted as to the purpose 
of the present New York law. Other 
deputy commissioners are: George W. 
Batten, Democratic State committee- 
man; Lester Fisher, labor leader; Au- 
gust Lauter, secretary German Demo- 
cracy; T. D. Fitzgerald, chairman 
American Federation of Labor Legisla- 
tive Committee; ©. L. Storms, Indepen- 
dence League and labor; John W. Fitz- 
gibbons, former mayor of Oswego and 
labor leader; Thomas J. Curtis, Ele- 
vator and Hoisters’ Union; Thomas J. 
Drennan, Democrat; Patrick A. Whit- 
ney, Independent Democrat. 

The commission is made up of five 
members, Robert E. Dowling being 
chairman. His associates are: John 
Mitchell, Thomas Darlington, Howard 
T Mosher, J. Mayhew Wainwright, 
with James M. Lynch, Commissioner 
of Labor, as ex-officio member. Frank 
A. Spencer is secretary of the body. 


Under late date the Commission ad- 
dressed a letter to all employers of la- 
bor in New York, notifying them of the 
passage of the law, the compensation 
features of which become effective July 
1, 1914. 

Businesses are classified into 42 
groups, and all employers affected are 
required on or before July 1 to secure 
compensation to their employes either 
by (1) insuring in the State fund; (2) 
by insuring in stock or mutual com- 
panies, or (3) by satisfying the com- 
mission of their financial ability to as- 
sume such risk direct. 


Georgia Casualty Company 
MACON, GEORGIA 


W. E. SMALL . ° ° President 
A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 














W. A. FRICKE RESIGNS 


William A. Fricke, vice-president ana| |} GEORGE J. KUEBLER 
general manager of the Wisconsin | | 
Employers’ Mutual Liebility Company, | } Attorney - at-Law 
has resigned as an officer and director; EXPERT LEGAL COUNSEL ON 
of the Company. G. F. Steele has re- | INSURANCE MATTERS 
signed as president and is succeeded |. : . 
by W. C. Landon. Karl Mathie suc- | Briefs of the Law in any State 

on Matters of 


ceeds Mr. Fricke. 
INSURANCE 
The Massachusetts legislature has a Specialty 
passed resolutions rejecting the bill 
permitting employers to carry their 
own workmen’s compensation insur- | 
ance on filing a bond with the Indus- | 
trial Accident Board. | | 


| 
——E————EE 
| 
| 
| 





«-t References on Application <-- 


Sulte 720-29 So. LaSalle St. ,Chicago, Ill, 


TELEPHONES: Randolph 6816 and 6817 





————_+— 





NEW ENGLAND 
CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 











GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 


55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —Teams— Burglary—Workmen’s 
3 33 Compensation—Etc., Etc. $3 $3 


C. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 
PLATE GLASS 
Peasonar acciwent POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres. 8. WM. BUBTOR, Sec. ALONZO G. BROOKS, Ass’t Bex 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 





HEAD OFFICE F. J. WALTERS 
CHICAGO Resident Manager 
— 55 JOHN STREET 
F. W. LAWSON New York 
General Manager : 
2 » Bei and Resident Mangere 
Credit Insurance New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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General Accident ; 


Fire & Life 


Assurance Corporation, Ltd. 
United States Head Offices 


55 John Street - New York 
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Join the Foremost 


General Agency in the World 
XPERIENCE shows that this is the one 


way for an agent to make a big income 
in Disability Insurance. 
Here you breathe in success and achieve it. 
Here you learn how. 
Here you and your client are absolutely 
protected. 
Many have done it and succeeded. 
Few have started elsewhere and survived. 


WE WANT MORE AGENTS 
Our Premium Income $1,500,000 


C. NORIE-MILLER, U. S. Mgr. 
Surplus to Policy Holders - $478,087.93 


Accident Liability 


Burglary 
Automobile 





Health 


Workmen’s Compensation 


E. E. Clapp Edward Griffith 
E. E. CLAPP & CO., Managers 


The Fidelity and Casualty Company 
of NEW YORK 
For New York, New Jersey, Massachusetts and Rhode Island 
90 William Street New York 


Unexcelled Service to Agents and Brokers 











METROPOLITAN DEPT., 111 WILLIAM STREET 



































On Deposit with State of Georgia . . $225,000.00 








“a GEORGIA CASUALTY COMPANY croncis 


As of March 31, 1914 





ASSETS 
$375,000.00 
$131,928.18 


25,000.00 156,928.18 
Mortgages 125,025.00 
Collateral Loans 6,000.00 
Deposit in Banks 113,867.69 
Premiums in Course of Collection 135,846.20 
Agents’ Balances “‘Net”’ 5,003.41 
Advance on Contracts (Secured) 4,835.66 
Notes Receivable (Secured) 10,440.96 
Interest and Rents, Etc., Accrued 8,087.26 


$941,034.36 


27,082.94 


$913,951.42 


LIABILITIES. 


POET iin candsdan eee Ven eeads eememeen $174,027.46 
Liability Loss Reserve y 
Net Unpaid Losses and Claims 
Commissions on Premiums in Course of Collection... . 
Reinsurance 
Estimated Expense of Investigation and Adjustment. . . 
Estimated Commuted Commission on Life Agents’ 
Contracts 
All Other Liabilities 
Capital Stock $300,540.00 
Net Surplus 293,428.21 


SURPLUS AS TO POLICYHOLDERS 593,968.21 


TOTAL LIABILITIES $913,951.42 





Surplus and Reserves as to Policyholders, $862,921.31 


COMMENTS BY THE EXAMINERS: 


“This Company has been writing Casualty business for a period of nearly five years and at the present time is operating in thirteen States. 


It has a 


highly productive agency corps, a well equipped and well regulated Home Office plant with every facility for the proper conduct of this class of 


business. In every department a high degree of intelligence and pro ficiency obtains.” : 
“The Company's business is conducted along conservative lines as is indicated by its experience, which would seem to favorably compare with the 


experience of some of the older companies.” 


“The Company is to be highly commended upon maintaining an unusually complete statistical department from which its own experience on any in- 
dividual risk or class of industry by States or otherwise may be readily and accurately ascertained. An examination of the rates obtained by the 
Company on the various liability lines compares favorably with the rates charged by the bureau companies.” 

“The underwriting methods employed by this Company are safe, conservative and practical.” 


Accident & Health," Plate"Glass,'Burglary, Liability, Automobiles, Property Damage, Workmen’s Compensation 


A COMPANY THAT LOOKS AFTER THE 
INTERESTS OF ITS REPRESENTATIVES 


FOR CONTRACT, ADDRESS PETER EPES, Agency Manager, MACON, GA. 
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